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The VOICE of the TRADE 


RESS clippings on National 

Foot Health Week to the num- 

ber of a thousand or more have 

come in to us from all parts of the 
country. 

We got thrills out of reading in 

the Aberdeen-Washington World— 





“The slogan for National Foot 
Health Week is ‘Fitting Feet to 
Keep Feet Fit.’ ” 

We share our thrill in the same 
paper with Carl Burgstahler, who 
was quoted: “Measure the feet care- 
fully. Don’t determine the size 
needed by looking at the markings 
of the old shoes. When the customer 
comes into the store and you take 
off the old shoe, it tells a tale not 
only of the shoes but also reveals 
other information. Select the shoe 
designed for the purpose of the cus- 
tomer who intends to use it.” 

FLASH ... An orchid to the 
Imperial Shoe Store for its ad in 
the New Orleans /tem: “Happy feet 
mean a happy face” and a most 
superb cut of a young lady whose 
head breaks into the circle of type. 

FLASH ... A basket of roses 
to every store in New Haven, Conn., 
for the Association cooperation on 
National Foot Health Week. 

FLASH ... A box of cigars to 
the editors of the Oakland (Cal.) 
Tribune and the Oakland (Cal.) 


Post Enquirer for both papers 
preached the doctrine of the proper 
care of the feet. 

Special mention to the Brockton 
Enterprise and Times for the great 
promotion—“How are your feet to- 
day?” 

* * * 

HE rush for gold, at the New 

Deal price of $35 an ounce, 
with women, this time, sharing the 
perils of the Northland with their 
men folks, and shipping out of Seat- 
tle by the scores to seek gold, 
shoulder-to-shoulder and _pick-to- 
pick with the men, is reflected in 
the great volume of boots and shoes 
going Alaska-wards last year. The 
new lot of prospectors being di- 
rected up toward Uncle Sam’s gold 
diggings this early Springtime, with 
its great boatloads of modern gold 





rushes, has stimulated the business 
in shoes for mining service. 

Shoes coming through the great 
Puget Sound port of Seattle record 
a total influx of 95 tons of boots 
and shoes from Japan. That the 
Japanese are making themselves 
more and more a factor in the im- 
portation of shoes into this country, 
produced by cheap labor, is clearly 
reflected in this pushing ahead dur- 
ing the year 1933. In 1932 the 
Japanese sent 83 tons of footwear 
through Seattle. 


F. A.* writes: 

e “Ifthe Boot anp SHoe Re- 
CORDER ever issued a more superb 
number than that of April 7, it has 
entirely escaped my observation. It 
seems to me no shoe or leather man 
can look through it without feeling 





that the depression has already 
passed into history. The book ap- 
peals to me as a composite expres- 
sion of rainbows, apple blossoms, 
typographical art, Eastertide cheer 
and journalistic enterprise of the 
highest degree. You have set a great 
pace for the remainder of 1934.” 
(*Thomas F. Anderson, secretary 
of the New England Shoe and 


Leather Association. ) 


* * * 


FP WO hundred ten thousand pairs 

of shoes per day is understood 
to be the run of the International 
Shoe Company in Spring business 
—which is very near capacity. Pro- 
duction for short periods has run 
as high as 218,000 or 220,000 pairs 
a day. Sufficient orders are on 
hand or are being received to as- 
sure maintenance of a high basis 
of operations for this big producer 
for some time. 

The eastern manufacturing divi- 
sion of the company, comprising 
the former W. H. McElwain plants 
in New Hampshire, is also main- 





taining a steady gait, with produc- 
tion averaging perhaps 20,000 or 
more pairs a day. International 
Shoe Company have five selling 
branches, three at St. Louis, one at 
New York City and one at Boston. 
Perhaps 72 per cent to 74 per cent 
of the products handled by the east- 
ern branch are from the New Hamp- 
shire factories. This branch is 
understotod to have had in March 
a gain of 118 per cent in shipments 
as compared with the same month 
a year ago, and in the period from 
Dec. 1, the start of the fiscal year, 
through the first week of April 
there has been an increase in ship- 
ments of approximately 50 per cent 
over those of the corresponding 
period last year. 


* * * 


_J ARRY O. KING, since early 
in July, 1933, a Deputy Ad- 
ministrator in Division II, has been 
named to succeed Arthur D. White- 
side as Division Administrator of 
Division IV in charge of codes for 
finance, the textile industries and 
the wholesale and retail trade. 


* * * 


| ig scowe orders for the week 
following Easter were ahead of 
the week preceding Easter—with the 
Green Shoe Manufacturing Com- 
pany of Boston who, in the same 
breath, tell us that they have not 
failed to ship all orders complete 
during this heavy rush of business. 


* * * 





USSIA with 168,000,000 popu- 
lation is setting an objective 
production of 67,500 pairs of boots 
and shoes in 1934. With respect to 
footwear, bear in mind the rigorous 
climate of the country. Yet that 
nation sets a ratio of one pair of 
shoes to 24% persons per year. 
America reverses that ratio by aver- 
aging 214 pairs per person. The 
Russian shortage is due largely to 
the destruction of livestock. In 1929 
there were in the Soviet Union 270,- 
000,000 head of livestock. In 1933 
only 118,000,000 domestic animals 








VIVE LE SPORT! 


—Recorder opinion is positive that Spring 
and Summer 1934 will be the biggest and 
best Sportshoe year we have ever known. 

—So positive are we, that we are prepar- 
ing for our April 28th issue the most 
elaborate style and editorial section ever 
devoted to sport and leisure footwear. 

—The Art Department has just placed on 
my desk finished sketches for approval. 

—And when | state that | am enthused 
with the style sections thus far de- 
veloped, | am expressing myself in modest 
terms lest | be accused of exaggeration. 

—Spring is here, with its ever-extending 
program of sports and events. 

—American feet are rarin’ to go— 

—And American shoe merchants are ready 
to “shoot the works.” 

—Vive le Sport! 


Sus 6 Toe 


President. 





were left. In per capita wealth at 
the moment, the Soviet Union ranks 
among the lowest countries in the 
world. Yet no country on the face 
of the globe is more appreciative 
of lifting itself to American stand- 
ards of footwear. 


* * * 


a AKE a million” in new 

types of footwear was not 
overlooked by several of the in- 
ventors at the National Inventors 
Congress in Seattle this month. 
That the real “brain-trust” of the 
nation—the 500 inventors taking 
part in the national congress here— 
had not overlooked footwear as a 
field for new inventions, was indi- 
cated in new types of gadgets 
shown, and others to be worked out 
in the near future. One of the goals 
that the inventors will shoot at will 
be a sort of upstanding man’s sock, 
or a device that will keep socks up- 
right without benefit of garters or 
elastic. 

Shown at the convention by E. S. 
Goosied were detachable rubber 
heels of his inventive genius that 
could be screwed on whenever 
needed. The customer would always 
carry “spares” in his pocket. Then 
there were the swim shoes of K. O. 
F. Jacobsen of Seattle made like 
water-wings for the feet during 
aquatic sports. Further aid for the 
feet exhibited was a complicated 
contrivance of an anonymous gen- 
ius, a parachute, fire-escape and 
whatnot. It was a contraption for 
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a fire-victim trapped in a tall build- 
ing during a conflagration. By 
means of the parachute he would 
have his fall broken in jumping 
from a seventh floor window. When 
landing on the pavement—here’s 
where the special footwear would 
come in to play—the extraordi- 
narily thick rubber-soled shoes 
would make the victim bounce like 
a ball, gently, and let him escape 
from the fire unharmed. 


* * * 


RT Week—April 9 to 14—in 
Boston—was an effort to cre- 
ate greater interest in art in all its 
forms in order to establish a public 
consciousness of its value in both 
industry and daily life. The event 
was sponsored by the Boston Cham- 
ber of Commerce. The retail stores 
cooperated with special window and 
store displays of merchandise se- 
lected from regular stocks because 
of their design value and artistic 
interest. 
* * * 
HE rising trend of wage-earn- 
ers’ living costs continued in 
March, but at a more moderate pace 
than from January to February, 
according to the monthly survey of 
the National Industrial Conference 
Board. Living costs in March were 
0.3 per cent higher than in February 
and 9.3 per cent higher than in 
March, 1933, but 20.9 per cent 
lower than in March, 1929. 


* * * 
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ITTING REMARKS by Ray I. 
Hoppman. 
“The Barefoot Boy” (from a shoe 
store proprietor’s point of view— 
with apologies). 








Listen here now, little man! 
Barefoot boy with feet of tan, 

Put your shoes on, wear them out, 
Kick and scuff and knock about, 
How can “biz” be even fair 

If you walk in footsies bare? 

Put your shoes on—lad—please do 
Then buy from us a pair that’s new! 


The above may be witty but the 
fellow who wrote the original was 
WHITTIER. 

Reminds me of the little boy who 
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put on his shoes because his feet 
were wearing out. 

And the absent-minded professor 
who, when told he had his shoes on 
the wrong feet again, replied: “But, 
wife, they’re the only feet I’ve got.” 

Think of the agony of the poor 
Scotch student who got a shine and 
then remembered they were his 
roommate’s shoes. 

Julius Caesar was as tough as 
leather all right—yep, he was the 
original veni, vidi, VICI kid. 

Gee whiz, look here! Id hate to 
be in that fellow’s shoes—he just 
stepped on a nail. 

And that leads one to remark that 
it doesn’t pay to put your foot down 
if you have a hole in the sole of 
your shoe. 

After that it’s time to break out 
in a poetic rash. 

Her feet are size six 

And her shoes are size four— 
She screams when she hobbles 
From here to the door! 

You said it! A woman’s idea of 
perfect fitting shoes are those that 
she’ll kick off as soon as she gets 
in the house and then go limping 
upstairs in her stocking feet. What 
they really want are shoes large in- 
side but small outside. 

The height of indignity—being 
kicked out with a pair of boots you 
are sent to collect for. 

What shoe stores need are 
crooner salesmen to coo when they 
try to fit pigeon-toed women. 

Experience is what you get when 
you are looking for something else. 

Sales hint No. 1—Always try 
to win customers—a taxi driver is 
the only one who profits by driving 
them away. 

What do you think of a fellow 
who demanded shoes three sizes 
larger than he needed, so he could 
cover more ground in the same 
amount of time? 

And now, men, let’s all sing that 
old-time song hit, “All That I Want 
Is SHOE.” 

Well, Sole long. 


* * * 


EGULAR shoes cannot be sold 

at retail for less than cost plus 

10 per cent. Retail shoe dealers 
must add 10 per cent to the net cost 
of their merchandise to cover the 
item of labor, under an order which 
has been issued by National Recov- 


ery Administrator Hugh S. Johnson, 
effective April 19. 

Sales made without application 
of this merchandising formula, 
after the date set, will subject the 
seller to the penalties of the NRA, 
unless the industry of which he is 
a part has filed an application with 
the administrator asking opportu- 
nity to show why the labor allow- 
ance should be pegged higher or 
lower. 

Determination of the allowance 
was made in accordance with the 
provision of the retail code which 
bans the use of the so-called. “loss 
leaders” as an unfair trade practice, 
and requires that “the selling price 
of articles to the consumer should 
include an allowance for actual 
wages or store labor.” 

In computing the net cost of his 
merchandise, the shoe dealer is re- 
quired to take the net delivered cost, 
less all discounts, or the current re- 
placement cost, whichever is lower. 
To this figuré he must add the 10 
per cent to cover labor costs. 

Provision is made for notice to 
all interested parties and public 
hearing when application is made 
for a different percentage. 

The order does not affect retail 
sales of drugs, medicines, cosmetics. 


ATIONAL Cotton Week—May 

14 to 19 is more than a South- 

ern promotion. It is a national 

movement to glorify American cot- 

ton clothes for men, women and 
children. 

This year, for the first time, the 
annual Cotton Carnival at Mem- 
phis, Tenn., will be celebrated dur- 
ing National Cotton Week. A com- 
prehensive program of sporting 
events and other entertainment fea- 
tures has been devised for what the 
Memphis Chamber of Commerce re- 
fers to as “the South’s greatest 
party in the South’s most hospitable 
city.” 

Another outstanding community- 
wide celebration of National Cot- 
ton Week is planned at Little Rock, 
Ark., which last year staged one of 
the most elaborate festivals in the 
South. In addition, the leading 
merchants of that city will again co- 
operate in making the most of the 
merchandising opportunities of Na- 
tional Cotton Week. A cotton ball, 
an unusual fashion show introduced 
into an original play specially writ- 
ten for the occasion, street parades 
and other entertainment features 
have been planned under the aus- 
spices of the Little Rock Chamber 


of Commerce. 

















“Just my luck, not an even pair in the whole pile.” 
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The most important acces- 
sory to Fashion—THE SHOE 
is footlighted at the NATION- 


AL STYLES CONFERENCE 

To emphasize color and 

trends for Fall and Winter 
1934-1935 


NEW deal in style and color conferences was 

held at the Hotel Astor, April 16 and 17. Asa 

planned conference it showed the handiwork of 
the new National Shoe Retailers Association “brain 
trust.” New names, new faces, new ideas made it a new 
co-operative deal of retailers, tanners, groups of manu- 
facturers, wholesalers, traveling men—in fact an in- 
dustry gathered together to plan and promote a Fall 
and Winter season of style and color. 

The first day was a work day and believe it or not 
at 10 a. m. seven hundred men and women gathered 
in an eighth floor conference room, making it necessary 
to spread out by opening up the folding doors into 
adjoining rooms, to take care of the increased attend- 
ance. This work session now becomes the most interest- 
ing part of the game of style-making for an advance 
season. In five short years, the attendance at the first 
day’s sesson has increased from a few dozen interested 
retailers to the combined action of an entire industry 
gathered to “think ahead” for style. 

John J. Holden, secretary of the National Shoe Re- 
tailers Association was manager, toastmaster and gen- 
eral time dispatcher. He took over the operation of 
the conference because of the absence of the newly ap- 
pointed style chairman, Carl Burgstahler, who was 
forced to remain in Chicago because of Mrs. Burg- 
stahler’s serious illness. Mr. Holden had previous ex- 











perience in platform work because he was the styles 
chairman five years ago. The give and take discussion 
of every item of the styles reports consumed an entire 
day. The final results are published on pages 16, 17, 
18 and 19 with highlights on pages 30 and 32 of this 
week’s issue. In early issues other style points will be 
emphasized. 

During the day, the following contributed to the 
planning of the styles report: George H. Mealley, Mrs. 
Jessie Daves of Vogue, Miss Esther Lyman of Cheney, 
Miss Charlotte Williams of American Woolen Com- 
pany, Miss Marion Palmer of Harper’s, Miss Ruth Kerr, 
Miss Rhea Nichols, Miss Kate Arlene Goldstein, Miss 
Pauline Morgan, Miss Hilda Rau, Miss Elizabeth Am- 
brose. 

Tuesday’s open session of the Joint Styles Con- 
ference, with an attendance of over one thousand per- 
sons, was the biggest gathering of its kind in trade 
history. Under the management of John Holden it 
proceeded with accelerated speed. President M. A. 
Mittelman of the National Shoe Retailers Association 
gave a plea for sportsmanship. 

“We have joined with us in this conference a number 
of co-operating organizations—the Tanners’ Council of 
America, the National Association of Shoe Wholesalers, 
the Shoe Manufacturers Board of Trade of New York, 
the New England Shoe and Leather Association, the 
Boston Boot and Shoe Club, the National Shoe Travel- 
ers Association and we believe there are many other 
organizations of manufacturers who co-operate with us 
in spirit. Conspicuous by its absence is that isolated 
organization known as the National Boot and Shoe 
Manufacturers Association. What have they got to 
lose by not being officially represented? Time alone 
will tell for I understand that there is still in process 
of organization a number of other groups of manufac- 
turers who find it good sportsmanship to co-operate with 
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the retailer who is, in the last analysis, the final selector 
of shoes for the great American public.” 

Significant of the fact that a prominent leather man 
was playing a part in public life, Hon. James J. Lyons, 
Chairman of the Exhibit Committee of the Tanners’ 
Council and president of the Borough of the Bronx (di- 
vision of New York City with millions of inhabitants) 
spoke as follows: 

“It is indeed a pleasure for me to come here and 
say a few words. I have been interested in black 
leathers for a long while. When I got to City Hall I 
thought it would be different but we are now engaged in 
turning red figures into black and so I am still dealing 
in black. All of us are trying to give the City of New 
York the type of administration that we think that they 
are entitled to. I want His Honor, Mayor LaGuardia, 
to know that this is an industry catering to the founda- 
tion—the feet of men, women and children. To have 
cool and calm deliberation and a cool head, it is neces- 
sary to have cool and comfortable feet—and I don’t 
mean ‘cold feet.’ I take great pleasure in introducing 
to you His Honor, Mayor LaGuardia of the greatest 
city in the world—New York City.” 


MAYOR LaGUARDIA: “It is indeed a pleasant part 
of my duties today to extend to you the official welcome 
of the City of New York. I hope, aside from your 
duties here as delegates to your convention, you will 
enjoy your stay in our town. As my colleague, Mr. 
Lyons, pointed out to you, we are in the midst of an 
economy program and therefore I regret to say that 
we are out of keys and I can’t give you each a key to 
the City of New York. But I want to assure you that 
our welcome is just as broad and as significant. It 
comes right from the heart and we sincerely hope that 
you will enjoy every minute of your stay in New York 
City. 

“There was a time when it was rather easy to talk 
to a convention of this kind. Years ago, you know, we 
could have charts and diagrams showing the increase 
of business and the prospects for the next year and the 
coming season; and to be rather happy about it and 
boastful too. It is rather difficult now. We can only 
hope for the best and you are to be congratulated in 
your determination to keep your association alive and 
to meet the present situation. In fact, to have a sort 
of joint convention with tanners and retailers, as far as 
I know, is a rather novel departure in industrial and 
business conventions. 

“It is quite true that the city is very much in the same 
situation as you are. We, too, are hoping for better 
business and | think that you can understand our situa- 
tion when I tell you that we too are operating under a 
deficit. 

“The City of New York needed good business men to 
take over the city and after looking around, they finally 
came to your industry; and I want to thank the tanners 


EE 


CO-OPERATING ASSOCIATIONS IN 
JOINT STYLE CONFERENCE 


Mr. Carl G. Burgstahler, 


Acting General Chairman, 
National Shoe Retailers Association. 


Mr. George H. Mealley, 


Chairman, 
Color Committee, Tanners’ Council of America. 


Mr. Elkin R. Myers, 
Chairman, Styles Committee, 
National Association of Shoe Wholesalers of the 
United States. 
Mr. Morgan Grossman, 
Chairman, Styles Committee, 
Shoe Manufacturers’ Board of Trade of New York. 
Mrs. Margaret Hayden Rorke, 


Secretary and Managing Director, 
Textile Color Card Association. 


Mr. Everett Bradley, 

Chairman, Styles Committee, 

New England Shoe and Leather Association 
Mr. M. E. Tobias, 

Chairman, Styles Committee, 

National Shoe Travelers Association. 
Mr. Maxwell P. Gaddis, 


President, 
Boot and Shoe Club of Boston. 








association and the retail shoe dealers and everyone 
connected with leather and shoes in any way, for their 
contribution to New York City in giving us Jim Lyons 
as Borough President of the Bronx. Now, what he says 
about these black figures is absolutely true, although 
he is lily-white and pure in his politics. You see, he 
hasn’t been spoiled or dyed yet. Here you have a pub- 
lic official who comes forward and says to the tax 
payers—‘Here’s a way you can save several thousands 
of dollars out of your budget.’ It’s never been done 
before. I hope for the sake of the city and his future 
usefulness in public service that he continues to as- 
sociate with his old associates in business and keeps 
away from the politicians. 

“I want to publicly acknowledge my appreciation 
and gratitude of the co-operation which President Lyons 
has contributed as a member of the Board of Estimate. 
Without in the slightest neglecting his own Borough, 
which he represents on that Board—advancing many 
public projects—he has by his devotion and public 
support been a very valuable addition to the Board and 
a great help to the Mayor—who is trying to put through 
a constructive economical program for the City of New 
York. 

“It is rather difficult to say just what the outlook is 
for business. One guess is as good as another. 

“Many new conditions of course seem to be a hard- 
ship. We cannot continue on any system, a destructive 

[TURN TO PAGE 32, PLEASE] 













FOREWORD 


HIS report is intended to list fashion trends for 

Fall. Each section gives a more or less compre- 

hensive outline of salable fashions that appear 
under that particular heading, whether it is pattern, 
color, treatments, materials, lasts, or heels. 

It is not possible for any one retail store to carry 
every fashion listed; it is the province of the individual 
retailer to select from the new fashions those that are 
best suited to his individual stock, those that will ap- 
peal to the clientele that he has built up. Two stores 
across the street from one another may do entirely 
different types of business. 

Certain patterns, treatments, colors and materials re- 
main in fashion season after season. There is, however, 
always a variation—the line of the Oxford grows higher 
or lower; stitching may be plain or fancy, massed or 
dispersed. This report attempts to analyze these varia- 
tions. The fact that the same general headings are 
listed year after year is not so important as the varia- 
tions that occur under these headings. 


Fashion Forecast 


The promotion of women’s footwear for Fall and 
Winter 1934 should be linked with the new recognition 
accorded the American designer in every field. During 
the past year, trade expositions, retail advertising, the 
newspaper and magazine commentary have stressed 
the important part the native American designer will 
play in our future industrial development, and indi- 
vidual designers have been accorded the support and 
appreciation they have so long merited. It remains 
for American footwear design to take the lead in the 
news that it has long held in reality. American shoes 
are outstanding as they exemplify the manifold details 
that make for good design. Our lasts are scientifically 
built to fit American feet. Our patterns directly reflect 
the tempo of contemporary American life. And our 


National Styles Report Timed to Give 
an Early Start to Fall and Winter Styling - 














American leathers in all their diversity of color, sur- 
face, texture and finishes serve as the perfect medium 
for developing American designs. 

There is a new approach in the broad field of applied 
design which is beginning to influence shoe design. 
It consists of the application of fresh new interpreta- 
tions of CLASSIC THEMES to design problems—in 
dress, furniture, interior decorating and industrial art— 
and it is predicted upon the understanding of structural 
form from the classic periods. This NEO-CLASSIC, 
or New Classic to define the term, is supplanting the 
purely modernistic, it is a basic thought behind the 
silhouette of modern clothes, and it is growing in im- 
portance as a general influence. 

In women’s shoes, this influence is bringing in new 
versions of OLD CLASSICS which in their new guise 
can be called Neo-Classic. In place of widely diversi- 
fied shoe designs whose heritage is difficult to trace, 
we see more and more use of basic old classic shoes 
as inspiration for New Classics. The sandal started 
this harking back to old classics, and today we have 
the monk shoe, the monk and Scotch sandals, the man- 
tailored oxford, the Louis V and Colonial tongue ef- 
fects, gored shoes and laced shoes taken from old 
Spanish and Venetian types, as well as a host of native 
shoes from the Tyrol, the Ballearic Islands, Scotland, 
the Tyrol and the American Indian, all serving as the 
old classics from which new classics can be made. It 
has remained for our American designers to utilize 
these classic shells as the New Classics of the Contem- 
porary movement. 


QUICK FACTS FROM THIS REPORT 


Neo-classic influence reviving old classic pat- 
terns as chief inspiration for new designs. 
Higher-cut shoes still gaining in fashion interest. 
Much discussion about low boots for fall and 
winter. 
Wide variety in surface texture of fashionable 
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costume fabrics makes variety in leather textures 
essential. . 

Revival of three classic leather colors, in 1934 
versions—French Mahogany, Marrona (Chestnut) 
and Indian Copper. 

Both man-tailored and dressmaker detailed shoes 
are important. 

Round toes, coupled lasts and lower heels in 
growing acceptance. 

Lower heels do no imply extremely low heels. 


Lasts 

Make the well-selected types of lasts in your retail 
stocks HELP SELL THE SHOES. There is a reason 
for every last—the type of pattern and heel it carries, 
the need for variety to fit all types of feet, the suit- 
ability of various types of last for various occasions. 
Retailers are urged to dramatize the last as the govern- 
ing factor in the beauty and fit of footwear. This 
“hidden part” of the shoe has become increasingly 
important as a fashion appeal in recent seasons, pri- 
marily because the last controls the silhouette of the 
shoe, and consequently the silhouette appearance of 
the foot. American lasts are outstanding as they exem- 
plify the scientific approach in shoe-making in this 
country today. They are designed with as much pre- 
cision as the parts of a watch, with as great a degree 
of accuracy as the plans for a great bridge. 


Last Influences 

Occasion type shoes. 
New high-cut patterns. 
Continuation of sandals. 


Skirt lengths. 
Dress silhouette. 
Desire to minimize size. 


Last Trends 

Increasing interest in round toes influenced by the 
above. 

Shorter coupled effects being incorporated in all 
types. 

High-fashion trends indicate a closer relation be- 
tween so-called semi-orthopedic types and custom lasts 
than ever before. 

Custom welt effect growing in high-grade shoes also 
influences trends in walking heel types—a merging of 
English custom lines with American coupling to flatter 
the foot. 

Excessively broad toes not limited to high-fashion— 
they appeal to the woman who wants an extreme at 
any price. 

High-lights 

Round toes and short couplings. 

A possible new development in a new squarish toe. 

Modified round toes still lead in staple shoes. 

Note: Lasts that control the foot, but do not bind, that flatter 
the foot without sacrificing fit, are being demanded by women 
of fashion in shoes made to order. These leaders of fashion 
want beautiful footwear, but they will not disfigure their feet 
in misfit shoes. The increasing popularity of pedicures is an- 
other indication of a growing desire to have well-cared-for feet. 
The beauty-fashion appeal will be more far-reaching than the 


health appeal as it influences a wider acceptance of “foot- 
protective” shoes. 


Heels : 

Heels in various heights are absolutely necessary for 
balanced stocks. We are passing through a transition 
period in connection with heel heights and types of 
heels, and retailers should watch customer-acceptance 
of the heels they feature through the Summer for pos- 
sible indications of future trends. There is undoubtedly 
an interest in lower heels brought about by the greater 
interest in sports, outdoor life and recreation, as a 
result of present economic conditions in American 
industry. Some confusion has arisen in the trade as 
to the style status of the extremely low heel, 11/8 and 
lower, which received wide publicity this Winter for 
resort and evening wear. This is a limited custom 
fashion, but it has some influence on the general trend. 
The term “lower heels” in this report is used specifi- 
cally to denote those in heights 1314/8 to 1544/8. 
These heels are growing in acceptance because they 
have been presented in conjunction with beautifully 
designed patterns and because the swagger costume 
and English tweeds have given impetus to sales of shoes 
to wear with them. These lower heels, correctly used, 
can create extra pairage. 

The round toe and coupled lasts used in conjunction 
with lower heels help to contribute a new appearance 
to the shoe. The lower heel is a definite link with 
the neo-classic trend in fashion, since it contributes 
to a more graceful posture and walk, in the Grecian 


manner. 
Influences 


Dress silhouette. 

Contributing to need for variety of heels. 

Variety in types of shoes. 

Publicity on low-heeled shoes the past season. 

Increase in sports and recreation. 

The new craze for health, good posture. 

The higher-cut shoe and the interest in low boots 
may create a greater interest in Cuban, Louis and 


Spanish heels 1314/8 to 16/8 in height. 


Trends 

Closer spread between heels 20/8 to 1314/8 as 
against the wide spread between 21/8 and higher to 
extremes below 11/8. 

Shapes in heels stress both the straight and curved 
from Continental, Cuban and Louis as well as Spanish 
types. 

The extremely high heel is not accorded first fashion 
place for all occasions as was the case for several 
seasons. An increasing interest in leather heels is 
noted. 

Patterns 

Pattern ideas are being developed from native shoes 
of all countries and all periods. Particular emphasis 
is placed on English shells, silhouette lines of classic 
British types, a complete change from the over-emphasis 
on light pretty shoes for all occasions derived from 

[TURN TO PAGE 30, PLEASE] 
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IN BRIEF 


Much buzzing about boots at the 

Styles Conference. Shown in the 

leather booths. Discussed in com- 

mittee meetings. Featured in the 
style talks. 


All lengths and kinds of boots. Be- 

low-the-ankle bootees. Ankle-strap 

effects. Boots like extended ghil- 

lies. Riding-type boots. Russian 

Boots. Spanish boots. Kid boots. 

Calf boots. Suede boots. Patent 
leather boots. 


Will they be worn in such extreme 

models? Perhaps a few, as a flash 

fashion. And certainly the dra- 

matizing of the idea will help to 

put over a more modied form of the 

high-cut shoe for the coming 
season. 





The ghillie keeps on going and ends 
just above the ankle in this patent 
leather shoe. Distinctly a promotional 
model—one that made them stop and 
look at the leather it featured! 





Here is the boot developed in a 

graceful model that comes just below 

the ankle bone. A number of varia- 

tions of this silhouette were shown. It 

looks like the best bet so far in the 
family of boots. 








This is a wearable and saleable ex- 

pression of the high-riding line—an 

“ eyelet tie with tongue of exaggerated 

height. Many models shown have this 
Colonial look. 


The Shoe Silhouette Rides High and Higher! 
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..A Tabloid Review Of The Style Conference 
Sessions On Women’s Shoes 


By RUTH HARRINGTON 


ATTERNED LEATHERS—crushed kids, embossed 

calf and special grains—give a new variety to the 
tanners showings. Cut suede, the newest development, 
links suede leather to the vogue for patterned effects. 
In all leathers designs are smaller and finer, with ex- 
ception of those directly intended: for rugged sports 
shoes. 

Patent leather tanners takings much more active part 
in showings. Patent pull-overs show how much in- 
terest can be given to these shoes for Winter wear. 
Alligator another leather coming to the front. 

In calf leathers, the new darkgr rust shades take the 
spotlight and add liveliness to the color scheme. 


At the Monday Meetings 


HREE basic types of costumes for Fall. Stressed 

by Vogue Magazine (Miss Jessie Daves). (1) Tweeds 
and knitted clothes calling for sports types in shoes. 
(2) Suits coming into the picture much more impor- 
tantly than usual. These are definitely costumes— 
coats and dresses related in color or fabric and calling 
for greater variety and detail interest in styling of 
shoes. (3) Cocktail costume developing steadily, bring- 
ing increasing demand for new type of semi-formal 
dress shoe. 

Cheney Brothers (Miss Esther Lyman) give the 
costume color picture. The trend is toward matching 
coats and dresses again, or costumes in two related 
color tones. Browns changing, redder in cast. High- 
fashion mauve browns. Greens featured. Yellow 
greens continue, but new color is deep hemlock green. 
Reds accent mahogany and also include wine shades. 
Taupe and rust continue. Slate blues and cold steel 
grays for high fashion. From the American Woolen 
Company (Miss Charlotte Williams) comes the news 
that heavier coatings are wanted because of last year’s 
bitter Winter. A thought there for shoes. 

Harper’s Bazaar (Miss Marion Palmer) tells of 
Paris cables stressing “the evolution of high-throated 
effects, foreshadowing ankle-bone shoes and even higher 
cuts.” 

A valuable word of caution on low heels given by 
Miss Ruth Kerr. She says: “When we say lower heels 
we mean heels around 15, 14 and 1314.” She also 
stressed the importance of diversity in lasts and heels 
for various occasions. Points on pattern types from 
Miss Rhea Nichols. Corseted and gloved pattern lines, 
variations of the monk shoe, Colonial or Louis tongues, 


wider strap effects, and continuation of open effects for 
formal wear. 

Pattern details from Miss Kate Goldstein. Stitchings 
given first rank. Strippings next. Underlaid perfora- 
tions. Cutouts—interesting treatment of appliques. 
Panel treatments. Lacings and woven effects. Fasten- 
ings, ornaments and laces. 

Combinations of leathers emphasized by Miss Pauline 
Morgan—ooze with smooth or novelty leathers—shiny 
materials with dull. 

Spirits are lightening and colors are brightening, ac- 
cording to Miss Hilda Rau. Everything in fashion is 
more primitive and gayer. Even the browns affected 
by this feeling for stronger color. 


The Tuesday Session 
FASHION COMPASS—to show which way the 


“fashion winds blow” the appropriate stunt chosen 
by Mrs. Margaret Hayden Rorke of the Textile Color 
Card Association to illustrate her talk. The four points 
of the compass in costume colors are Brown (North) 
much the most important. Green (West), Red (South) 
and Blue (East). In between North and West are 
highlighted Rust shades—an important derivative of 
brown. Between North and East appear all the lively 
colors for the cocktail hour. How the shoe colors fit 
into the compass, to be discussed at length in an early 
issue. 

The high-throated, glove-fitting shoe featured by Mrs. 
Ives of Vogue. Also low heels. Essentially right for 
sports. Will develop even further this Winter for 
evening with costumes of Directoire influence. Classic 
types influencing current fashion are Monk, Moccasin, 
French Sabot and Sandal. Cable on boots quoted from 
Paris. “Smart women really wearing high, riding boot 
type of boot.” Considered a flash fashion for young 
people. Information from London says suede sports 
shoes worn in colors to match tweeds. 

The fashion show staged by Miss Ruth Kerr an ef- 
fective high-lighting of shoes. Only heads and feet of 
models showed as they walked behind special, fence- 
like screen. Fashion points featured: small, neat de- 
signs in patterned leathers. Brass and copper touches 
for trimming. Combinations of service calf with 
lighter, brighter leather (i.e., dark brown and rust). 
Stitchings for streamline expression. Dark shoes with 
high-color touches and heels for the cocktail hour. 
High-cut cocktail oxfords. 
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A unique display idea that sells the name and fame of Fyfe as well as the quality of this Detroit store’s shoes and service. Hosiery as well 
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as shoes is featured in this window, and it’s a good rule to put several pairs of stockings in the correct shades in every shoe display. Just 
another way to promote the idea that the shoe store is the logical place to buy stockings. 


Building Quality Business 


Better Displays of Better Shoes to 
Bring More Dollars to Shoe Stores 


EEK by week, retail sales are showing a 

healthy increase, and one of the most favorable 

signs in the present situation is the nation-wide 
improvement in demand for better grade merchandise. 
People who, through stress of financial necessities, had 
felt compelled, temporarily at least, to buy cheaper 
goods, are evidently returning to their old standards 
of quality. 

This should mean an increasing volume of business 
on better grade shoes. It is a tendency that should 
have every encouragement, especially from those stores 
that depend for their profits mainly on the better 
grades. The obvious way to stimulate the demand for 
quality and to quicken the growing interest in better 
grades of shoes is to advertise quality and feature 
quality shoes in attractive window displays. 

The average merchant will have a better conception 
of the value and use of window displays, and their 
function in selling merchandise, if he thinks of window 
publicity as an integral part of advertising. That’s 
what it actually is under modern conditions of retail 
merchandising. No longer can the store windows be 





regarded simply as a signboard, displaying a certain 
number of pairs of shoes to let the public know you 
are in the shoe business and not running a drug store 
or a hardware business. Windows today must tell a 
selling story and that part of your rent which repre- 
sents window space must pay its way in sales consum- 
mated at the fitting stool, just as every inch of white 
space purchased from a newspaper must pay its way 
eventually in business actually produced. 

The analogy between window display space and 
newspaper space is a very convincing one. It is readily 
apparent that the results you will obtain in either in- 
stance will depend, not only on the amount of space 
you buy, or upon the advantages of position or loca- 
tion, however important this may be, but, in the final 
analysis, will be measured by the use you make of 
the space at your disposal. And, naturally enough, 
the use made of newspaper space or window space will 
be governed very largely by the kind and character 
of your business and the specific nature of the job you 
have set out to accomplish. 

In other words, your problem, both in advertising 
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and window display, will differ materially if you are 
operating a store whose primary interest is in selling 
quality merchandise, from what it would be if you 
were selling popular price novelties, on the one hand, 
or orthopedic shoes and foot health service on the other. 

Considering for the moment the interests of that 
large group of shoe stores whose primary purpose is 
to sell the better grade shoes, as distinguished from 
those whose policy is frankly one of volume through 
popular prices, the question that should be uppermost 
in the minds of these quality merchants right now is 
how they can best cash in on the reviving interest in 
better shoes and, at the same time, give an increased 
momentum to the demand for quality. In this way 
they should aim to build up the quality portion of 
their business to more profitable levels in succeeding 
months. 

To attain these two objectives the RECORDER recom- 
mends a well balanced program of advertising and 
window promotion, carefully thought out in advance 
and designed to convince customers, first, that their 
interests are served best by the buying of better grade 
shoes and, second, that your store is equipped to sell 
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them the kind of good shoes that will best serve their 
needs and thereby repay them for the extra investment 
you are asking them to make in quality. 

In normal times the average merchant is likely to 
consider advertising from two angles, that from which 
he expects to derive an immediate, direct response in 
the way of increased sales and that which he uses to 
protect or enhance the prestige of his business. With 
the latter he endeavors to create a broad consumer 
acceptance of his merchandise and service from which 
he expects to profit through business that will come 
to him, not today or tomorrow perhaps, but over the 
long term. This second kind of advertising is com- 
monly referred to as good will advertising or “insti- 
tutional copy,” because it aims to sell your store, its 
policies, personnel and service, as an institution quali- 
fied to render an efficient, capable shoe service to the 
people of your community. 

Normally the quality store breaks down its adver- 
tising so as to preserve a certain balance between direct 
selling publicity and that by which it plans to promote 
and increase its fund of customer good will. Less 

[TURN TO PAGE 35, PLEASE] 





In line with the trend toward better shoes, Geuting’s, in Philadelphia, recently inaugurated a Custom Shoe Service for men. Here is the 
window display that heralded this new service and showed, not only the shoes, but many of the materials used in their making. 
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Is “Mans Day’ Coming? 


ference may be worth all it costs to bring the 

hundreds of shoe men together. This week’s 
Styles Conference in New York brought more shoe, 
leather and service of supply men together than any 
previous gathering of the crafts. There must be some- 
thing in the idea of collective thinking—otherwise this 
conference over the years would have died from the 
very weight of the tonnage of words. A day and a half 
of talk (and that at high speed) emphasizes the need for 
a “cream separator.” 

So let’s take one little sentence out of the Men’s 
Styles Committee session and see if it can be made 
useful nationally. Here it is: “Why not ask your daily 
newspaper to have a men’s styles page at least once 
a week?” That’s a new thought to throw into the 
more intelligent promotion of footwear in men’s ap- 
parel. If every newspaper in every town has its daily 
women’s page, what’s wrong with the idea of saying 
something about men’s styles? If the women’s page 
indicates a trend in fashion, it creates a hunger and 
a desire on the part of women for some garment or 
some accessory and the commercial enterprise of the 
merchants of that town gets a new opportunity to dip 
into the public purse. 

It is not our purpose to recommend to the news- 
papers of this country that they spend their money on 
a blind enterprise because theoretically man may, from 
now on, be interested in his clothes. But if many mer- 
chants tell us that the idea has merit and that they 
will support such a proposition by promoting men’s 
footwear and men’s attire, we will go down the line 
with something that we know something about. 

We had an experience in promoting National Foot 
Health Week wherein many newspapers looked to us 
for.a lead for copy, for illustrations and for the general 
theme that would interest the public in foot health as 
a national promotion. We are now developing Sport- 
shoe Week as a similar undertaking engineering by 
publicity, an interest in a change of footwear for men, 
women and children in the final week of May. We 
find that newspapers not only cooperate but they exceed 
our fondest expectations in the promotion of special 
events keyed to a retail commodity. Now the weeks, 


O'- little idea coming out of the Styles Con- 


as such, are merely peaks of interest for foot health 
should be sold every week in the-year and sports shoes 
should be sold whenever the sun shines and that is 
all the year round somewhere in this broad country 
of ours. 

We emphasize the idea of a promotion of style in 
men’s apparel and footwear as an effort to bring back 
to man himself an interest in spending some of his 
own money for his own needs. For a score of years 
woman has had control of the purse strings of the 
nation until it can be aptly said that “woman goes 
WITH and man goes without.” We now see a small, 
faint desire on the part of man to emerge from the 
tyranny of having women control the exchequer of a 
nation. 


NTIL quite recently man has worn the same clothes 

Winter and Summer—the same shoes. The only 
variation in season has been the wearing of straw hats. 
For a time it almost looked as though that little symbol 
of change in the immutable standardization of mankind 
would also fade. But something happened. The young 
men of this country became dress courageous. They 
saw pictures of Englishmen (the most masculine coun- 
try in the world) dressed in Summer attire, without 
iron collars and neckties, without coats, etc. Perhaps 
the best symbol of a change for the better was the 
introduction of sport shoes. 

Sport shoes lead the way to revolutionary 
changes in the weight of men’s clothing and types 
of men’s clothing. This Summer, nothing is impos- 
sible to the man who wants comfort, color and the 
satisfaction that the seasonal clothing also gives. 
Now, if ever, is the time to carry the fight for 
masculine expression for a change of mood, change 
of attire, change of style interest is possible to 
every man—no matter what age. 

Man in his newspaper reading has been paid the 
compliment of generous sport pages. All well enough 
as a torch-carrier of a new day. It is now commercially 
logical for man to play a part as a well-dressed par- 
ticipant in the style life of a nation. We emphasize 
the commercial factor in back of the promotions, be- 
cause after all is said and done style is trade as well 
as consumer satisfactions. 
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O YOU, the most important fact about Goodyear’s TWO big 
? advertising campaigns on soles and heels in The Saturday 
) Evening Post, Collier’s and Liberty, is this: 





This year more people than ever are walking on Goodyear 
|  Wingfoot Soles! Today millions more people are walking on 
| Goodyear Wingfoot Heels than on any other kind! 


Doesn’t this prove that people recognize the Goodyear name as 
proof of extra quality? Feature shoes with its extra sales-power! 
People buy by name—and two good names are better than one! 
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CHOSEN fjords RICH NATURAL BEAUTY §U 


Successful manufacturers everywhere recog: | 











nize the value that the refreshing “natural | 
beauty” of Evans Kid Leathers add to a shoe. 





They know, too, that behind its satiny sheen 
and smartness — so appealing to women — | 
there is real durability and pliability . . . 

and a permanent penetration of color that 

is unexcelled. Over eighty years of experi- | 
ence has contributed to making Evans Kid } 
Leathers a definite sales influence. In black 
and standard colors. 





(SMS 


Y JULT- WILLIAMSON 


Ault-Williamson shoes are synonymous 
with constant comfort—and rightly so. 
For they have unique foot fitting quali- 
| ties and a snug comfort that makes for 
much brisk walking. Ruby (Black) Kid 
contributes greatly to their plastic qual- 
ity and ease, and adds to their enduring 
‘smartness. 


LUBY KD 


JHN R. EVANS . 
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A corner of the interior of Allen’s Shoe Shop in St. Louis, one of the first shoe stores in that locality to be air-conditioned. The venti- 
lators, which can be seen near the ceiling, are inconspicuous, but the even temperature maintained at all times is a help to the salespeople 


and puts the customer in a better frame of mind to be fitted. 


Keeping Customers Cool 


How a St. Louis Store Provided 
Comfort for Its Salespeople and 
the Public by Air Conditioning 


HERE is no question that air conditioning has 
i =e the experimental stage and that it is rapid- 

ly becoming a commercial necessity. The public, 
taught to expect conditioning in theatres, restaurants, 
railway cars and in other specialty shops, will expect 
conditioning in their stores, as well. The history of 
most advances made in labor saving or pleasure bring- 
ing is that public interest is translated into a demand. 
In conditioning, the important added advantage of im- 
proved healthfulness is making the air conditioning 
story one of unusually strong appeal. 

Allen’s Shoe Shop at 412 North Seventh Street, in 
downtown St. Louis, is the first retail shoe store in 
the city to be air conditioned. This shop is one of the 
Berland Shoe Stores, Inc., chain and the first of their 
group to have conditioned air. 


Last June, St. Louis, like most of the nation, had 
some extremely hot weather. On 18 days the thermom- 
eter went to 95 degrees or better, and on 6 days it 
went over 100 degrees. In such weather retail business 
was virtually suspended. 

I. M. Kay of the Berland Company was approached 
on conditioning. He studied the problem carefully. 
He studied several shoe shops in other cities where 
conditioning systems were in operation and he made 
some estimates on the amount of business he felt his 
St. Louis store must do to justify the installation of 
an air conditioning system. He arrived at a conclusion 
somewhat in this manner. Any added equipment, such 
as an air conditioning system, must attract a volume 
of new or added business equal to five times in dollar 

[TURN TO PAGE 56, PLEASE] 
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TWENTY YEARS 





OF 
PROGRESS 


IN 
COMFORT 
FOOTWEAR 





NEVER A CHANGE OF QUALITY 


No. 446 

Black Ruby Kid 
Plain Toe Cir- 
cular Mi} Cut- 
out Oxford 


60 
Last; 13/8 Leather Heel. In Stock A torte 


No. 146. Black Cutout Oxford; 86 let; 
10/8 Heel. C to $2. 


Js ; Leather 
; 39 Last; es Heel; Rubber Toplift. 
In nBteck AAA 2.50 
No. ye 51. As apie except 211 Last; 1s 
Heel; A to EE. $2.50 

No. i006. Stylish Outsize Black Kid Five- 
Eyelet Closed Throat Tie; 39 Last; 13/8 Heel; 
Rubber Toplift. EEE. $2.75 


BUT TO IMPROVE 


That is the 20-yéar record of Ault-William- 
son comfort footwear—and the reason 
why year after year thousands of dealers 
continue to swear by the A-W lines. 


For 1934, Ault-Williamson offer the most 
complete line of comfort shoes available 
—over seventy styles carried in stock for 
immediate delivery. With this stock service 
backing — the superior value — excellent 
styling—correctly fitting lasts—and proper 
pricing—there is opportunity in every 
community for profit with the A-W lines. 


Five out of five women have feet—four 
out of five insist on comfort—three out of 
five find satisfaction in A-W shoes. That's 
an unbeatable basis for becoming the com- 
fort shoe headquarters ineyour town. 


Write us today for complete information, 
catalogs, etc. 


AULT 


WILLIAMSON SHOE CO. 


AAUBURN * MAINE 


No. 722-6 

White Kid 
- Blucher Tie; 39 
Last; 13/8 White Finished Leather Heel. 
In Stock AA to D. $3.00 


No. 150 

Black Ruby Kid 

Five-Eyelet Open 
Throat Tie; 39 Last; 13/8 Heel; Rubber Top- 
lift. In Stock A to E. $2.10 
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Make a Good Strong Drive for 
SPORT SHOE WEEK, MAY 22-29 


The Newspaper is Your Best Bet for 
Sport Shoe Week Publicity. These 
Ads Will Put Pep in Your Promotion 


IHE teaser ads below combine a Decoration 
Day theme with a Sport Shoe Week message, 
that also stresses the idea of all-Summer use. 


Run similar ads daily for several days be- 
fore the big Sport Shoe Week announcement 


appears. 


By R. E. ANDRUSS 
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The ads on the opposite page give further 
interesting suggestions for promoting this early 
Summer event. 


Particular attention is called to the coopera- 
tive page suggestion. Such a smash is certain 


to command a great deal of interest, and action. 








DRESS UP 
| YOUR FEET 
FOR SUMMER 


Make the cheerful 
change to Sport Shoes 


SPORT 
SHOE 
WEEK 


MAY 22 To 29 

















ENJOY 


SUMMER 


MORE 


Correct Sport Shoes will 
add zest to play and 
smartness to loafing 


SPORT 


SHOE 
WEEK 


MAY 22 To 29 

















NRA | 
TIME 


MORE 

FOR PLAY! 
Sport Shoes will help 
you enjoy your 
new leisure more. 


SPORT 
SHOE 
WEEK 








MAY 22 To 29 | 








| 
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NRA MORE TIME FOR PLAY seme 


SPORTSHOE 


WEEK forGmbrtand Smartness- 
Make the Cheerful Change 
to SPORTSHOES 
for the new leisure’ Summer fun. with feet 


begins mith 
are fit. You can't enjoy yourself if your feet are 
sateen othe You can't look smart unless 


Now isthe time Ss fo mal the chaste ange b erties 
See Our Smart Styles 
for Street or Sports 














Store Name 














Copy reads—Prepare for the “new 
leisure” Summer fun begins with the 
feet. You can’t enjoy yourself if your 
feet are baking in leather ovens. You 


Sportshoe Week Features Smart Shoes for Summer 
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N.R.A- Mow time for play. For and smart feet 
make the cheerful change to USuctioa deny Spetsne Weel 





















































A COOPERATIVE 
NEWSPAPER PAGE 


A page of sixteen Smart Sport Shoes, 
with the description below each, and the 
name of the Store, make up a full page looking 
promotion for Sport Shoes Week. It is 
a powerful way to present the event. 
A page for men’s shoes and one for 
women’s shoes would make a real 
smash. Try it in your city! 


of them , and choose 





SPORTSHOE WEEK 


feeturng 


Shoes that a Places 
and Do Thi 
All basa 


er bong 





If you are smart you'll look smart, for the best 


shoes for summer are best 

the occasion and the costume, whether Stud, 
Spectator or Active Sports weay. See the smartest 
your Summer Footwear 
Wardrobe here- during SPORTSHOE WEEK 


Store Name 





Copy reads—if you are smart you'll 
look Smart, for the best looking sport 

















can’t look smart unless your shoes are 

in keeping with your Summer clothes. 

Now is the time to make the cheerful 
change to Sport Shoes. 


SPORT SHOE WEEK 


For Decoration Day. For All Summer Days 
Smart New Sport Shoes 


Smart—yes! And varied to meet every occasion, from sturdy 
styles for active sports, to the lightsome fashion for fluttery 
frocks. 

See them in our special displays for Sport Shoe Week. Try 
them on—feel their cool comfort. You'll need no further 
urging to 


Make the Cheerful Change to Sport Shoes. 
@ 
SPORT SHOE WEEK 


Come and See What's New for Summer 


Summer clothes need Summer Shoes—So do your feet. Smart 
Sport Shoes give the final accent to Summery clothes. 


The right Sport Shoes give all-day foot comfort that you'll 
appreciate. And now, just before Decoration Day, is the best 
time of all to 

Make the Cheerful Change to Sport Shoes. 


SPORT SHOE WEEK 
Enjoy This Summer More 


N.R.A.—more time for play! Make the most of these extra 
hours and days that are yours for Summer fun. Treat your 
feet to cool, comfortable Sport Shoes. 


Now, during Sport Shoe Week, you can take your pick from 
a fine collection of smart, appropriate sport shoes for every 
tostume and every occasion—for street, spectator, or sportswear. 
You'll enjoy this Summer more, if you 


Make the Cheerful Change to Sport Shoes. 


shoes for Summer are best adapted to 
the occasion and the costume, whether 
for street, spectator or active sports 
wear. See the Smartest of them, and 
choose your Summer footwear wardrobe 
here—during Sport Shoe Week. 


SPORT SHOE WEEK 
Step Into Summer In Sport Shoes! 


Light in color, light in weight, light in price—the new Sport 
Shoes foretell Smartness and comfort for your feet. 

Wherever you go, whatever you do—whether you’re working, 
or playing, or loafing—sport shoes will keep you feeling 
keener, mentally and physically. 

Now’s the time to 
Make the Cheerful Change to Sport Shoes. 


e 
MEN! IT'S SPORT SHOE WEEK 


Be finicky about your feet, even if you’re not fussy about 
fashion. Get into cool Sport Shoes; they feel as good as 
they look. 

Used to be foppish to wear ’em. Now, you're foolish if you 
don’t. A lot of men have learned a lot about Sport Shoes the 
past two or three Summers; a lot more wili learn about them 
this year. NOW is the best time to look into and get into, 
Sport Shoes—to join the wise men who 

Make the Cheerful Change to Sport Shoes. 


SPORT SHOE WEEK 
Start the Summer Right—In Sport Shoes 

After all there’s nothing like Sport Shoes for Summer. They’re 
cool to look at; cool to wear. They make you look Smarter, 
and feel better. 

And, as B. B. would say, the best of the better Sport Shoes 
are here—in a variety of styles for every occasion and costume 
of the Summer. 

The minute you see them, you'll want to 

Make the Cheerful Change to Sport Shoes. 






































TREND OF WOMEN'S 


[CONTINUED FROM PAGE 17] 


French models. The shoe for the occasion has returned 
and brings with it a wide variety in patterns. The 
afternoon shoe is of simple line treatment. The town- 
and-country models are a blend of half-tailored, half- 
spectator sports, and active sports shoes are out-and-out 
“straight” classic sports shoes. 

Neo-classic influence emphasizes the beauty of line 
and form intrinsic in these classic shoe patterns, as 
follows: 


Pattern Trends 
1. High Cuts. 
(a) High-cut oxfords and gored shoes. 
(b) Corseted and gloved pattern lines. 
(c) Variations of the monk shoe. 
(d) Colonial and Louis tongue types. 
(e) Revival of wider-strapped effects. 
2. Continuation of Open Effects Often With Higher 
Lines. 
(a) Open evening sandals. 
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(b) Large area cutouts and openings on after- 
noon types. 
The foregoing classifications are not placed in the 
order of their importance. 


High-lights 

Seven- and eight-eyelet effects in oxfords. 

Scotch kiltie sandals in welt types to follow up the 
popular broad front strap. 

Kiltie, ghillie and monk brogue and plain classic 
patterns. 

Built-up step-in pumps often with tongues—trimmed 
operas and one- and two-eyelet ties. 

Open-shank evening shoes as well as open toe and 
heel with closed shank. 


Note: There is a great deal of discussion about boots and 
low bootees for Fall which will undoubtedly influence styling 
of higher-cut shoes. It is probable that the new low boots can 
be sold from a special promotional angle in connection with 
the Russian and Spanish influences in fashion. The younger 
generation of women will find this boot especially appealing in 
view of their countrywide acceptance of rolled socks and sports 
shoes and in many sections the recent acceptance of riding boots 
worn with school and town clothes. 

The foregoing is not offered as a recommendation. It is news. 
Use your own judgment. 








TREND OF MEN'S STYLES 


National Styles Report for Fall and Winter 


HE greatest opportunity in years for successfully 

dramatizing and selling men’s shoes is presented 

to the industry for Fall and Winter, 1934-1935. 
Important in the picture are these factors: Color; tex- 
tured leathers; distinct Fall and Winter styles and 
footwear, and the increasing importance of the formal 
element in men’s wear. Several fundamental reasons 
exist, which should be considered and kept constantly 
in mind by the retailer. They are: 


1. Men generally will be ready for new styles, heavier 
weights, rugged types and heavier leathers. 

2. The men’s clothing style picture, including, as it 
does, tweeds and shaggy materials for daytime fall 
and winter suits and coats and a more formal angle 
for evening, must be complemented by distinctively 
autumn footwear styles and types. 

3. Men will be more receptive to a distinct change of 
styles, leathers, colors and types in footwear, due in 
part to the memory of the severe winter of 1933- 
1934, and the realization that another winter will be 
due soon after the appearance of fall and winter 
footwear in the retail stores. 

4. A distinct fall and winter type of rugged “sports” 
footwear will be important and essential, partly be- 
cause of the new economic set-up which gives the 
majority of salaried men more leisure time than for- 
merly. 

5. In the field of formal wear, men’s pumps for evening 
use have become increasingly important and retail- 
ers should recognize the significance of this fact. 


Your committee therefore suggests and urges that 
the men’s shoe retailers draw the curtain on Summer 





styles with the approach of Fall, promoting on the 
merchandising stage the proper Fall and Winter shoes 
and to raise the curtain on this new setting of a definite 
Fall and Winter trend. 

For instance, color is a definitely dramatic and 
forceful factor in the style picture for Fall and Winter. 
The Color Card Association and the tanners have pre- 
pared just three colors and names which will be vigor- 
ously utilized by all retailers to speed shoe sales. The 
new colors are: 

Bourbon (dark) 
London Brown (medium) 
Mexitan (an interesting lighter tone) 

Your committee suggests and urges that retailers use 
these names exclusively in their advertising and pro- 
motional efforts when presenting Fall styles and colors. 


Indications are that in some localities, fifty per 
cent of the men’s shoe business this coming fall 
and winter will be in the brown ranges. So out- 
standing will the effect of color be felt, that the 
committee suggests early use of forceful window 
displays and a concentrated drive this coming fall 
to dramatize the color and leather element and so 
get the average man away from “too much black” 
in his footwear. 


City and state-wide selling campaigns to introduce, 


dramatize and sell the new Fall and Winter types— 
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™ ; nal 4) (a five - minute 
success talk given * Bill Smith, reporter, between 


service to customers. ) 
“] have never taken lessons in hypnotism. I know nothing 
about Psychoanalysis. I attribute my success to just three 
things. SERVICE: I always try to get what the customer 
wants. If you sell a women a shoe she wanted and a friend 
criticizes it, she’ll simply think the friend lacks good taste. 
But if you argue a woman into buying a shoe and a friend 
criticizes it—that woman may never come back to you again. 
KNOW YOUR PRODUCT: I have studied shoes so that I 
know them almost as well as the manufacturer does. I have 
cultivated my knowledge of the different types of leather, 
which of course is the most important thing in a shoe. When 
you know shoes and the leathers of 
which they are made you can talk so 
interestingly and convincingly to cus- 
tomers that they have faith in you 
and your judgment. And I have 
found by experience that I can de- 
pend on shoes made of Surpass Kid. 
FIT THE FEET: Make sure the shoes 
fit the feet that are going to walk in 
them. It’s never hard for a ‘wise guy’ 
to make one sale that doesn’t fit. . 
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the ‘wise guy’s’ troubles come in finding repeat sales. Only 
customers who are satisfied with their shoes after they have 
been wearing them make a salesman successful.” 

No wonder Mike Moley enjoys an enviable sales record! 

“Keep the customer satisfied all the time.” The rich 
beauty of Surpass Kid helps to sell shoes. But it does more 
than that. Surpass retains its lustre and high sheen long 
after it has left the store and has been put to actual use. 
And together with that, its fine silky grain, its plump, firm 
texture and perfect pliability, and its strength and long life 
do keep customers satisfied. 

If, like Mike Moley, you would like to know more about 
leather, send for a FREE copy of our book, “The Tanning 
of Kid.” In words and actual photographs it takes you into 
our modern tannery and shows you the complete conversion 
of raw goatskins into glazed kid, process by process. 


Tanners of Black and Colored Glazed Kid for outside stock 
and linings...now featuring Blue, fashion Browns, Crushed 
Calluna and Eucalyptus Grey for Outside Colors; Linings 
in Pastels and other popular shades. Tanners of Genuine Black 
Glazed Kangaroo. Executive Offices, 9th and Westmoreland Sts., 
Philadelphia. Branches, New York, London (England), wer 


Milwaukee, Cincinnati, St. Louis. 


SURPASS LEATHER COMPANY 
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TREND OF MEN'S STYLES 


[CONTINUED FROM PAGE 30] 


much as was done so successfully with sports shoes 
last Summer and for several seasons throughout the 
country—are suggested as a means to increase the 
sale of the Fall types. 

How important the element of color will be in the 
men’s style picture for Fall is indicated by reports 
made to your committee by representatives of the coun- 
try’s leading style clothiers, who declare that men 
will employ more color in their suitings and coatings 
for Fall and Winter. Browns, most important, will 
appear in rusk-autumn shades; tweeds and Shetlands 
and other shaggy textiles will predominate as to tex- 
tures, and will be cheerful in their coloring. Thus it 
behooves the retailer of men’s footwear to utilize this 
fashion trend in the active dramatization and successful 
merchandising of the new seasonal types of shoes as 
the Autumn appears or as his locality shall warrant. 

Once the retailer accepts the importance of color 
he must think of the need of changes in styles and 
types. Shoes will be heavier, more rugged, with heavier 
soles and carrying lines and character of a distinctly 
Fall and Winter atmosphere. 

Men have bought, and are buying at this moment, 
more sports shoes than at any time in history. But 
they are Spring and Summer types, and certainly not 
sports styles for Fall and Winter. There is no doubt 
that this sports footwear business will carry over well 
into the Fall and Winter, and the retailer must be 
prepared to meet the certain demand by having in 
stock sports shoes of typical seasonal characteristics. 
For example—golf shoes will be of weather-resisting 
construction for Fall and Winter, as against the lighter 
construction for the Spring and Summer months. Thus, 
a man will need two pairs of golf shoes for the year 
instead of the usual single pair. 


The men’s clothing industry is adding a complete 
line of men’s sport clothes for Fall and Winter which 
will include special Palm Beach features for the south- 
ern sportsmen, and in the identical line, at the same 
time, presents men’s clothing carrying essential Lake 
Placid and northern Winter sports styling. 

More leisure for men is a factor in this increased 
varied demand. We must have shoes to tie in with this 
picture. 

Remember that the average man is becoming more 
shoe-style conscious. For years your committee has 
worked with the retailers in an effort to bring this 
about, and reports from shoe merchants all over the 
country reflect in some measure the success of your 
efforts and ours to make men more appreciative of 
true style in their footwear. Let’s make this Fall and 
Winter stage setting so definite that we will realize 
the biggest, most dramatic selling of styles that has 
ever been known. 


Children’s Style Committee 


Perhaps in no previous session of the joint style 
conference has there been a more largely attended 
meeting of the group concerned with the forecast- 
ing of juvenile styles than that which accompanied 
the present meeting. The discussion was general, 
covered not only an outline of patterns, materials 
and classifications, but concerned itself with sug- 
gestions concerning the proper merchandising and 
especially promotion of children’s footwear. 

In fact so general was the discussion and so 
diversified will be its recommendations that it has 
not been completely formulated. In consequence, 
the detailed report on children’s styles will be 
deferred until next week’s issue of the Recorder. 





THE FENCE OF FASHION 


[CONTINUED FROM PAGE 15] 


competitive system, that has been established. We must 
have cooperation in business and industry to avoid the 
waste, lost energy and costliness of a highly competi- 
tive system. 

“I wish it were within my power or knowledge to 
give to this assembly a word with authority on the im- 
mediate future outlook of business but as I said be- 
fore that is, to my mind, impossible for anyone to 





state at this time. I feel that the administration in 
Washington is bending every effort to help the country 
out of its present depression. Surely, we in New York 
are vitally concerned. I hope that out of this conven- 
tion a better understanding among the members of 
your industry—both the manufacturers of your mate- 
rials and the retailers—will result and judging from the 
[CONTINUED ON PAGE 53] 
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for COMFORT. 


avoid wrinkled toe-linin gs 


. 2 rs SS The toe of a well made shoe 
ts) — 
ES should be smooth inside as well 


as outside. 


Manufacturers use Celastic Box 
Toes because they are flexible 
at the tip line . . . and shoes so 
made are free from wrinkled or 


drooping toe linings. 


THE QUALITY BOX TOE 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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VOLUME SHOES FOR WOMEN 
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Report for Buyers and Distributors of Shoes Retailing 
Up to Five Dollars 


TAILORED TOWN TYPES FOR GENERAL USE, INCLUDING CORRECTIVE SHOES 


FOR FALL, 1934 
PATTERNS 


1. Oxfords and tie effects. 

2. Step-ins and pumps. 

3. Wider Strap effects and T-straps. 

NOTE: High-cut oxfords are an important style feature. 


LASTS 
Present types, with a tendency toward wider toes, except 
in corrective types. 


HEELS 
12/8 to 17/8. 


MATERIALS 
1. Kid and Calf. 


2. Scuffed leathers and embossed grains. 
3. Suede alone and in combination. 


COLORS 
1. Black. 
2. Brown. 
3. Blue. 


FOR WINTER, 1934 
PATTERNS 


Same as for Fall. 


LASTS 
Same as for Fall. 


HEELS 
12/8 to 17/8. 


MATERIALS 
1. Calf and Kid. 


2. Scuffed leathers and Novelty grains and embossings. 


COLORS 
1. Black. 


2. Brown. 


SPORTS TYPES FOR FALL AND WINTER 
PATTERNS 
1. Oxfords. 
a. Kilties. 
b. Moccasin effects. 
c. Brogue and saddle effects. 


NOTE: Attention is called to the monk-strap types. 


LASTS 
Present types. 


HEELS 
8/8 to 14/8. 


MATERIALS 
1. Embossed leathers, scuffed and smooth. 
2. Elk and calf. 
3. Reversed leathers. 


COLORS 
1. Brown, and in combination. 
2. Black. 








EVENING WEAR, FALL AND WINTER, 1934 


PATTERNS 
1. Sandal effects in greater majority. 
2. Some opera pumps. 


LASTS 
Present types. 


HEELS 
13/8 and up. (NOTE: The trend to 10/8 is noticed in 
evening sandals.) 


MATERIALS 
1. Silver and gold kid, in increasing demand. 
2. Dyeable fabrics. 


FOR FALL AFTERNOON WEAR 


Note: The demand for a wider toe is definitely established. 
The various types and heights of heels determine the occasion 
for which the shoe should be worn. 

PATTERNS 
1. High-cut oxfords and tie effects. 

2. Pumps and step-ins. 
NOTE: Sandals for afternoon Cocktail Parties are im- 
ported. 


LASTS 
Present types, with a tendency toward wider toes. 


HEELS 
14/8 to 20/8. 


MATERIALS 

1. Light weight Calf and Kid, alone and in combination. 

2. Suede, in combination and alone. 

3. Scuffed leathers, alone and in combination. 

4. Patent leather, with a tendency to increase in use. 
NOTE: In some sections, suede will be first in im- 
portance. In some sections, fabrics will increase in 
importance. 


COLORS 
1. Black. 
2. Brown. 
3. Blue. 


FOR WINTER AFTERNOON WEAR 


PATTERNS 
Same as for Fall. 


MATERIALS 
1. Light weight Calf and Kid. 
2. Scuffed leathers. 


COLORS 
1. Black. 
2. Brown. 


Note: Your committee has preserved the foregoing tabulated 
form of recommendations, in the belief that the style trend is 
thus more definitely and distinctly indicated to those retailers 
who were not in attendance at the Conference. 











BC 
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Building Quality Business 
[CONTINUED FROM PAGE 21] 


consciously, perhaps, most stores divide 
their window displays roughly in the 
same way. In recent years there has 
been a tendency on the part of many 
to pass up the good will phase of win- 
dow selling and bear down more heavily 
on the type of display from which it 
was hoped to derive immediate returns. 
It was a perfectly natural and logical 
policy at the time, but in view of 
changed conditions, and especially in 
view of the fact that there is now a 
definitely discernible increase in the 
desire for quality merchandise, it is 
decidedly worth while now to ask our- 
selves whether a certain proportion of 
our windows and newspaper advertise- 
ments should not be devoted to the 
broad purpose of cultivating and build- 
ing up consumer interest in quality. 

If we are ready to concede that this 
is sound policy, the question remains 
as to how we should go about it to get 
the quality idea over to the customer. 
It will not be sufficient simply to show 
quality merchandise. The quality store 
should develop a campaign of education 
to the public whose purpose will be to 
demonstrate the advantages of better 
grade shoes in service, fitting, comfort, 
appearance and general satisfaction. It 
should be a three-point campaign, car- 
ried out through advertising, displays 
and direct selling at the fitting stool. 

The customer, as a rule, is not great- 
ly interested in the details of shoe con- 
struction. He doesn’t care so much 
about what goes into the shoe, in the 
way of materials and workmanship, as 
what he can get out of it in service, 
style and fitting. We believe it’s a good 
time to emphasize the economy of buy- 
ing better shoes. There are many peo- 
ple who now have a little more money 
to spend, but they also have many 
places to spend it. There are a multi- 
tude of things they would like to buy, 
among them better shoes. Show them 
they can really buy better shoes eco- 
nomically, that the shoes will pay them 
for the added investment through the 
service they will render, and you have 
overcome one of the serious obstacles 
that causes them to hesitate. 

It’s only the exceptional store nowa- 
days that can afford to assume a “high 
hat” attitude in its advertising or that 
can plan its window displays to appeal 
only to the so-called quality trade. But 
practically every shoe store selling me- 
dium grade shoes or better can, and 
should, devote an occasional window 
and an occasional newspaper ad to sell- 
ing its customers on the advantages of 
better grade shoes. Salesmen should be 
encouraged to talk quality in a tactful 
way and to show better grade shoes 
when the opportunity arises. In this 
way the trend toward better shoes can 
be encouraged and an increasing num- 
ber of customers can be persuaded to 
spend their increased incomes in buying 
footwear—shoes that give them more 
satisfaction in the wearing and pay the 
merchant a better profit in the selling. 








You would like to 


MEET 
Mr. NOLAN! 


E have said 

much about 
our shoes, our service and 
our principles, but little 
about our people. Never- 
theless, we are proud of 
our factory organization, 
and feel that you 
would like to know 


them more _inti- 

mately. 
So we introduce the one man 
above ail others who is re- 
sponsible for R-B quality— 
the man on whom every one 
of our customers depends, 
even though they have never 
met him. 


ROBINSON-BYNON SHOE CO. 


Auburn. New York 


NEWARK 


B 5895—Black Kid 
B 5962—Black Crushed Kid 
B 5966—Brown Kid 
B 5896—White Kid 
17/8 Covered Louis Heel 


TRUE STEP 


Combination Last 


comainat 
ARCH 


Arch Shoe 


OM Last 


SHOE 


$4 and $5 WELTS 
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INSURANCE SAVINGS 


HROUGH our affiliation with the Na- 

I tional Retailers Mutual Insurance 

Company, we save you 25 per cent on 

your insurance premiums. We suggest that 

you give us an opportunity to explain this 
service of our organization to you. 


Few insurance companies have emerged 
from the recent depression period with a 
record as excellent as that of the National 
Retailers Mutual Insurance Company, off- 
cial insurance carrier for the National Shoe 
Retailers Association since 1921. 


During 1933, despite the unfavorable con- 
ditions which generally prevailed, the Na- 
tional Retailers enjoyed the most successful 
year in its history. Net premiums written 
for the year increased 8 per cent over 1932 
and assets gained 16 per cent. After pay- 
ment of over $300,000 in dividend savings 
on their insurance costs to policyholders, 
the Company was also able to add 20 per 
cent to its surplus. 


In line with the conservative practice to 
which it has consistently adhered in pre- 
ceding years the National Retailers finan- 
cial statement for the year ending Dec. 31, 
1933, reflects the true condition of the com- 
pany, with net surplus based on actual 
market values of its security holdings, not- 
withstanding the fact that the National 
Convenion of Insurance Commissioners has 
considered it desirable to permit insurance 
companies to use the average of values as 
of June 30, 1931, and Nov. 1, 1933, in filing 
their annual statements. 


Assets of the National Retailers at pres- 
ent exceed $1,359,000, and surplus to pol- 
icyholders is over $354,000. Since organi- 
zation the company has effected savings of 
nearly $2,900,000 in insurance costs for its 
policyholders, through annual dividends 
which have never been less than 25 per 
cent of the yearly premium on Fire insur- 
ance. The “N-R-M” also writes Windstorm, 
Rental and Leasehold, Business Interrup- 
tion Indemnity, Dwelling and Household 
and Automobile Fire, Theft and Collision 
insurance under dividend-paying policies. 
Through its strong affiliated carricr, the 
nationally-known 17 million dollar Lum- 
bermens Mutual Casualty Company, it also 
renders a complete service in Automobile 
Liability, Compensation and general cas- 
ualty insurance lines. 

Coupled with the security and savings 
of National Retailers protection is an un- 
surpassed service in the prevention of 
losses and the prompt and fair adjustment 
of claims. 








LET'S GET TOGETHER NOW 


T is the feeling of the officers of the National Shoe Retailers Association that 

I every retailer of shoes in the United States owes it to himself, as well as to 

the Association and to the industry, to be a member. We, as an Association, 

are always looking after the welfare of all retailers and everyone should do his 

part by at least paying his dues, and if at all possible take an active interest to 
help the Association’s activities. 

It is unfair that only part of the retailers should be represented. In unity there 
is strength, and the greater the numbers that belong to our Association, the less 
chance there is of legislation (local, State or national) enactments which may 
prove detrimental to each and every one of us. 

Also it will help us to cooperate with the Government in their determination 
to put the business of the retailers of the Country over on a sound basis, eliminai- 
ing unfair competition and unethical practices. 


ARE YOU A “FREE RIDER” ? 
Excerpt from Speech of General Hugh S. Johnson 
Wednesday, March 7th, 1934 


“No one is to be permitted to sell or to buy from any person or concern that 
does not support the Code Eagle. Only persons that pay their trade associa- 
tions will be given code eagles. And code eagles may be taken away by the 
Labor Board and other NRA authorities.” 

WHY NOT DO YOUR PART? Do not be a “Free Rider.” We need the 
help and support of all retailers, so join the N.S.R.A. now—and support your 
Association by paying your dues when billed. 





The Letter Box: 


UNITED STATES RUBBER PRODUCTS 
1790 Broadway 
New York 
Mr. John J. Holden 
Nat'l Shoe Retailers Ass’n 
3022 Empire State Bldg., 
New York, N. Y. 


Dear Sir: 

Please accept my sincere appreciation for your courtesy in sending me a copy of “Retail 
Shoe Store Operations in 1932” and the other two booklets. Last night I finished re- 
viewing the “Retail Shoe Store Operations in 1932” and I believe it is the most com- 
prehensive and best presented group of facts I have ever seen—certainly in the shoe 
industry. 

I wonder if you would let me have just a little more information. You indicate on page 
five that the retail shoe trade suffered a volume loss of 23.7 per cent from 1931 to 1932. 
What we would like to know, and in a very general way without any detailed statistics, 
is how this compares with the conditions in 1933. Do you believe that 1933 would 
show any substantial increase or decrease? 


Also, have you any illustrations of dealers who have learned how to substantially in- 
crease their percentage of sales, through the use of fabric rubber-soled shoes, and if 
so, to what approximate extent, and the same for rubber footwear. Also, have you any 
rough idea of business done on (a) fabric rubber-soled shoes; (b) rubber footwear? 

If you could let me have any thoughts on these questions, it would be greatly appreciate’. 
Please, once again, accept my congratulations and appreciation. 


Very truly yours, 
(Signed) J. P. Moonan 
Sales Promotion Department. 
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RETAILERS ASSOCIATION 


HEADQUARTERS :—3022 Empire State Building, New York 
JOHN J. HOLDEN, Manager 








THE SPIRIT OF SPORTSMANSHIP 


AY I give the keynote to this Styles Conference for it best expresses 
M the spirit of the National Shoe Retailers Association. That keynote 
on is “good sportsmanship.” There is nothing in the world that marks 
a man or an association or an industry so much as its sportsmanship. I think 
we, as an association, have captured the spirit of the “New Deal” in the timing 
of this Styles Conference and Leather Opening. 


We showed our good sportsmanship with the tanners and with participat- 
ing manufacturing organizations by advancing the date to April 16th and 
17th—after several seasons of conflict on the subject. We were good enough 
sports to walk down the path with the tanner and the shoe manufacturer, to 
help them in their problems of production. If the codes put increased burdens 
upon production, we want to do our part in planning and studying the trends 
of fashion in time and in tune with the great industries here represented. 


There was an old belief in the trade that there must be a perpetual conflict 
between the retailer and the manufacturer just as there was an idea of a per- 
petual conflict between the desire of the individual for complete liberty and 
the necessity of granting to government the power to carry out emergency 
functions. Our President has solved the problem of statescraft by combining 
the security of associated effort under the codes with the absolute freedom of 
honest men to transact their business without the unsportsmanlike tactics of 
the chiseler, price-cutter and the sneak. 


The N.S.R.A. originated this Styles Conference some 17 years ago. I think 
we were good sports when we invited the tanners to show their advance leathers 
and certainly we have brought them an audience not only here in person but 
in every factory and store in the United States. We have done more than that. 
We have carried the spirit of this Styles Conference so that the whole world 
uses American color names and shade selections. 


I am here to say that the conflict between branches of the trade must cease. 
We must work together for the ultimate good not only of the industry but of 
the public itself; and I want to see that spirit of good sportsmanship in every 
branch of the trade to encourage the sale of more shoes at retail because 
that’s where the money comes from after all. 


(Signed) M. A. MITTELMAN, President. 








The Executive Committee of the NATIONAL SHOE 
RETAILERS ASSOCIATION—following the most successful 
Styles Conference—voted to hold the 24th Annual Convention 
January 7-8-9-10, the usual dates,—Convention City to be 
announced at a later date. 








FRANK E. BALLOU 


New N.S.R.A. 
Committee 


Appointments 


Arbitration Committee 


F. E. Ballou, Providence, chairman; 
Milton C. Harper, Philadelphia; John J. 
Holden, manager, New York; L. E. 
Langston, New York; A. E. Ebbs, St. 
Louis. 


By-Laws Committee 


Edwin P. Hahn, Washington, chair- 
man; F. E. Ballou, Providence; George 
B. Hess, Baltimore; L. E. Langston, 
New York. 


Trade Relations and Conference 
Committee 


A. E. Ebbs, chairman, St. Louis; 


Jesse Adler, New York; Harry A. Fon- 
tius, Denver; J. Gordon McNeil, Boston. 
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BUY 


i 1S SPRING 


36 PAIR LOTS 
2T06 






LOW SHOES 
FW SAME PRICE 


PREWELTS 


120 PATENT LEATHER H WHITE ELK 
132 JERS SEY gus vif pe LACK ELK 


123 OWN 
130 GENUINE BUCK—SI. 10 


——— 

SIZES 6'/2-8—$1.00 
CK—$!. 
whe teas Gamalote In Stock Line of Juvenile Shoes in New York 


MORRIS SHOE CO., INC. 1, DUANE, stazsr 


“COOLTANA” 


PERFORATED OXFORD 


DOMINATES THE SPRING AND 

SUMMER MODE. 
WHITE 
GREEN 


975—Unlined Sandals 


White Elk, Brown Elk and Smoked 
Elk. 7O0c Case Lots. Sizes 6 to 2. 
Also LINED Sandals in above leathers 
including patent. Sizes 6 to 2, 90c. 












BEIGE 
BLUE 


SIZES 2%-8 


PRICE $1.50 
LEVEY BROS. SHOE CO. 


144 DUANE ST. NEW YORK CITY 








COCKTAIL HOUR 
IN-STOCK $1.60 


2800—All White Kid. 
2801—White Kid—Black Piping. 
2802—Pat. Lea.—White Piping. 
2803—Red Kid—White Piping. 
2804—Blue Kid—White Piping. 
er ~~ Green Kid—White 





Piping. 

2806—Pastel Pink Kid—White 
Piping. 

2807—Pastel Blue Kid—wWhite 
Piping. 


C Wide Sizes 3-8 


High Grade Compo Sandals 


109 READE ST. Est. 1880 NEW YORK CITY 
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PREPARE! 


FOR THE GREAT SPORTS SHOE 
SEASON JUST AHEAD. 


PREDICTIONS ARE THAT 1934 
WILL BE THE BIGGEST EVER 
KNOWN. 


THE NEW YORK WHOLESALE 
SHOE MARKET IS READY TO 
SUPPLY YOU NOW WITH 
EVERY TYPE OF SHOE FOR 
LEISURE AND SPORTSWEAR. 


BUY IN THE NEW YORK MARKET 
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The Pedicharm Shoe 
eee <"  emtles 


AAA-EE 
IN STOCK 


A Large Assortment of 
Beautiful and Latest Pat- 





j —B. FRIEDMAN SHOE CO. 


terns in Diversified 
Leathers 


To Retail at ®44 and #5 


¢ 
P) 

r) 

; 

. See Our New Spring Models In White Rid and Black Kid 
LAZARUS FRIED & SONS, INC. 

r) 


118-120 DUANE ST. NEW YORK CITY 
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HOW TO REACH THE NEW YORK SHOE MARKE) 


a 


CENTRAL 
STATION | 
34) 


NIA 








|_ TIMES. SC 
TeZND STREET 











We hope you will 
consider this acordial 
invitation to call on 
any of the market 
establishments. The 
market is very easily 
reached from any 
part of New York. 
From Times Square 
or Pennsylvania Sta 
tion, take the Broad- 
waySeventh Avenue. 
I. R. T. express to 
Chambers Street. 
From Grand Central 
Station take the Lex- 
ington Avenue ex 
press to Brooklyn 
Bridge. If you take 
the B. M. T. Subway, 
get off at City Hall 
Station. From 42nd 
Street and Eighth 
Avenue take the new 
Eighth Avenue Sub- 
way express to 
Chambers Street 
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ket is but a block 
or two from any of 
these stations. 
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Inna Ne wl whale willtfvtlals alba stun MK 
SPRING DEMANDS SANDALS MIAMI SANDAL 


CORRECT PATTERNS a 
@ PATER? LSATHER — WHITE STITCHING AND 

WHITE KID—WHITE STITCHING AND PIPING 
s PRICED AT $1.60 WHITE SATIN—WHITE STITCHING AND Hk AY 

GRE ps PASTEL BLUE  STITCHI 
No. 461—Patent T Strap “Leisure” Model PASTEL BLUE DOESKIN—WHITE STITCHING 
Also in AND PIPING 

White, Blue, Grey and PINK DOESKIN—WHITE STITCHING AND PIP- 


Kaffa Kid RED DOESKIN—WHITE STITCHING AND PIPING 
3-8 B and C CANARY DOESKIN—WHITE STITCHING AND 


PIPING 
Write for Catalog whore STITCHING AND @& 4 


‘HIGH ANDO CUBAN HEELS 














“The Friendly House” 


LION SHOE CO, Inc. 15 PRICE $1.60 5, 10 pays 


145 DUANE ST. NEW YORK CITY styLEs } J. WEISS SHOE CO., Inc. WANE ay 


ee BWW WWW WW*WWWV V4 
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~ SAKS PRESENTS— 
FOUR OUTSTANDING SANDALS 


IN PATENT LEATHER; BLUE, PARCHMENT, RED, GREY, AND WHITE 
KID; WHITE SUEDE, WHITE FAILLE AND SILVER KID Ad 


IN-STOCK 





AAA-C 


$2.65. 


7000—WHITE KID 1000-WieTR suane 
7002—PATENT LEA. 

7003__BLUE KID WE SPECIALIZE IN SEAM. 1060—WHITE KID 
7004—RED KID LESS OPERA PUMPS FEA- 1292—PATENT LEA. 


7009—PARCHMENT KID 1294—-BLUE KID 
TURING FITZ-ON REPLACE- }294—BLUE KID 


ABLE HEEL TOPS IN ALL 1296—PARCHMENT 
LEATHERS 2 Widths: N-AA, 


SAXON . DEVON 
$2.35 “AAC ¢9.10 


WRITE OR WIRE 


7001—WHITE KID FOR 
7005—WHITE FAILLE SAMPLES ae 
7006—WHITE SUEDE : JE 1297—PATENT LEA. 


7007—BLUE KID 1298—BLUE KID 
7008—SILVER KID 1299—PARCHMENT KID 


M. J. SAKS SHOE CORP. 


152 DUANE STREET NEW YORK CITY 
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Fitz-On tops are wanted by every woman “ 
who sees them. of 
They are entirely practical, and longer wearing ae 
than most other tops. 
They are available on shoes carrying any style 
of Cuban or Louis wood heels. 
Fitz-On top refills are not sold by cobblers — 
women can get them only from stores selling 
Fitz-On equipped shoes. Fe 
The first retailers to sell shoes with Fitz-On tops I 
in each city are reaping a tremendous sales 
advantage. ( 
Your shoe manufacturer can supply them upon I 
demand at less extra cost than the profit on one ‘ 
sale of refills—the average is nearly three such S 
sales for each pair of shoes. , 
} 
E 
s 
' Th 
D 
fort 
new 
FITZ-ON SALES CORPORATION FRED W. MEARS HEEL CO. Ine. sho 
* Tet 
356 Franklin Street 140 Federal Street Ma 
i 
WORCESTER MASSACHUSETTS BOSTON na 
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NATIONAL NEWS 


SATURDAY, APRIL 21, 1934 


DEPARTMENT STORE SALES SHOW TREMENDOUS GAIN 














WASHINGTON, D. C.— Preliminary 
figures on the value of department store 
sales show an increase from February 
to March of considerably more than the 
estimated seasonal amount. The Fed- 
eral Reserve Board’s index, which 
makes allowance for number of busi- 
ness days, for usual seasonal move- 
ments and for changes in the date of 
Easter, was 76 in March on the basis 
of the 1923-1925 average as 100, com- 
pared with 71 in February and 69 in 
January. 

In comparison with a year ago, the 





value of sales for March, according to 
preliminary figures, was 44 per cent 
larger. The increase over a year ago 
reflects in part the fact that Easter was 
earlier this yedr than last year, so that 
this year’s figures include a larger pro- 
portion of Easter shopping. Sales in 
March a year ago were also affected by 
the closing of the banks. Reported in- 
creases compared with last year are 
shown for all districts, the largest in- 
creases being in the Atlanta, Cleveland 
and Dallas districts. The aggregate for 
the first quarter of the year was 27 per 
cent larger than last year. 


PERCENTAGE INCREASE FROM A YEAR AGO 


Philadelphia 
Cleveland 


Richmond 
Atlanta 
Chicago 
St. Louis 


Minneapolis 
Kansas City 
Dallas 

San Francisco 





The Utica Changes Buyers 


Des Moines, Iowa—Ben L. Goldben, 
formerly of New Orleans, La., is the 
new manager of the Utica Clothing Co. 
shoe department, succeeding A. L. 
Teter, who has been transferred to 
Macey’s at St. Paul, Minn. A new 
line of women’s corrective shoes is be- 
ing added. 





Di-An Store Opens 


CINCINNATI, OH1I0—The Di-An Boot- 
ery was opened at 609 Race Street by 
J. M. Rabkin, owner and manager. It 
has a seating capacity of 40 chairs and 
from 3 to 9 sales people are employed. 
Shoes are priced at $2.49 and $2.98. 
Hosiery at 69 cents per pair is also 
handled. 





EVERY WEEK 


Opens Shoe Clinic 


SEATTLE, WASH.—F rederick and Nel- 
son’s of this city has created a modern 
“shoe clinic’ for men’s, women’s and 
children’s shoes on the first floor of its 
large department store at Fifth and 
Pine Streets. The unique service rep- 
resents a major departure from the 
old-fashioned cobbler, since it makes 
shoes longer, shorter, narrower and 
wider—and does many other things to 
shoes. The new service, only one of 
its kind in the Pacific Northwest, is at- 
tracting much attention in this Seattle 
unit of the Marshall Field organization, 
which is a large retail outlet for shoes 
for the family trade. 


DATES TO REMEMBER 


Confederate Memorial Day 
(Ala., Fla., Ga., and Miss.) 
Confederate Memorial Day 
(Ky. and N. C.) 
Tanners’ Council, Spring Meeting, White 
Sulphur Springs, W. Va. ........ May 10, 11 
Mother’s Day 
Sport Shoe Week 
Memorial Day 
(All states and possessions except Ala., 
ge Fla., Ga., La., Miss., N. C., and 
S...¢.) 


Semi-Annual Shoe Fair and Style Show 
—Biltmore Hotel, Los Angeles, Cal., 
June 4, 5,6 
California Shoe Retailers’ Convention—St. 
Francis Hotel, San Francisco, Cal., 
June 11, 12, 13 
Pacific Northwest Shoe Retailers’ Conven- 
tion—Olympic Hotel, Seattle, Wash., 
June 18, 19, 20 
Boston Shoe Fair, Hotel Statler, Boston, 
July 9, 10, 11 
New York State Shoe Retailers Annual 
Convention, Hotel Statler, Buffalo, 
Sept. 9, 10, 11 
National Shoe Retailers Association Annual 
Convention Jan. 6, 7, 8, 9, 1935 
Michigan Retail Shoe Merchants Annual 
Convention, Hotel Pantlind, Grand 


Jan. 20, 21, 22, 1935 
oes 





WHERE TO BUY 


Men’s and Women’s 
Slippers 


in Stock—Men’s Full Leather Lined 
Handturned Slippers 
Priced from $1.75 


Kid Pullman Slippers 
colors and black with 


Geee Pocket 1.35 
pper Pocket $1.60 


. 8. CHASE & SONS, INC.. 
W. © AVERHILL, MASS 


KUSH-IN-EZE 


HAND TURNED 


FOOTWEAR 
IN STOCK 


oe 


Ne. 156 Black 
Kid $2.35 


Te 


No. 401 Black 
Kid $1.85 


SEND FOR CATALOG 


VAUGHAN-TOWLE CO. 
WAKEFIELD, MASS. 
(Division of L. B. Evans’ Son Co.) 


O20 OO Oe 


WHERE TO BUY 
Shoe Trees 


QUICK PROFIT ITEM - 50: 


SIMPLEX SHOE TREES 


SELF ADJUSTING 


A.Gentle Squeeze 
Inserts or Removes 
WRITE FOR 

UNIQUE 
SALES PLAN 





Fall Convention Plans 


BuFFALo, N. Y.—At a meeting held 
in this city details of the annual con- 
vention of the New York Shoe Deal- 
ers’ Association to be held here Sept. 
9, 10 and 11 were outlined by Harry 
Chase, state secretary. 

Twenty-seven shoe manufacturers 
and wholesalers have made reserva- 
tions for advertising space at the con- 
vention, Mr. Chase reported. 

At the business session, Harry J. 
Deters was appointed business man- 
ager for the Buffalo association. Clar- 
ence I. Lanich was named publicity 
chairman. The program included a 
short explanation of the NRA retail 
shoe code by Irving M. Bauer, chair- 
man of the local code committee. 
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WALK-OVER STORE BACKS FOOT HEALTH WEEK 


Madison, Wis.—As a feature of Foot Health Week, C. F. Frailing, manager of the 
Walk-Over Shoe Store created a very striking window in which the story of the “Week” 
was vividly brought out. 





Potter Shoe Store to Move 


CINCINNATI, OHI0O—The famous lo- 
cation of the Potter Shoe Company on 
the North side of Fifth, between Race 
and Vine Streets, has been transferred 
to the F. W. Woolworth Company. 

The property was acquired by the 
late James P. Orr, after years of oc- 
cupancy, at a price in 1930 of $1,150,- 
000 in cash. Shoe men from all over 
the country know the store well, for a 
welcome to one and all was given. 

H. C. McLaughlin, president of the 
Potter Shoe Company says: “The Pot- 
ter location was considered the 100 per 
cent spot of Cincinnati. For many 
years the Woolworth people have 
worked hard to put this deal over. We 
finally concluded this was the best to 
do as our square is composed mostly of 
stores of that kind and that, along with 
extremely high taxes, makes this move 
a most satisfactory one. In this move 
we will be able to consolidate our 
various selling departments and offices. 
The present building is a very large 
one. It gave to our departments more 
space than actually required. We hope 
to announce our new location in the 
real near future.” 


Modernizes Shoe Department 


New York, N. Y.—Service and mod- 
ern surroundings being the key note 
in all the chain shoe stores and larger 
department stores. Ohrbach’s, on 
Fourteenth Street, has followed suit by 
installing for its highly successful bet- 
ter shoe department one of the finest 
sets of modern fixtures to be found.in 
any of the department stores in the 
city. 

This shoe department has been so 
successful, during the two years of its 
existence, in bringing the better shoe 
trade to Fourteenth Street, that it has 





also been forced to enlarge its floor 
space. Following this line of endeavor, 
the unusual and unique shoe displays to 
be found in the various show cases 
around the store offers strong competi- 
tion to the displays in the better stores. 


Heads New Haven Retailers 


NEw HAvEN, ConNN.—John P. Lund, 
head of the Chapel Street shoe store 
bearing his name and president of the 
Shoe Retailers’ Council, was elected a 
director of the Retail Division, New 
Haven Chamber of Commerce. He will 
serve for two years. Sydney Stokes, 
Walk-Over Shoe Shop, is a holdover on 
the board of which he was formerly 
president. 


Remodels Store 


LOUISVILLE, Ky.—Feltman & Curme’s 
shoe store was thrown open to public 
inspection after extensive remodeling. 
Many visitors called to see the improve- 
ments and to wish the management, 
headed by P. C. Hoar, continued 
success. 

The personnel of the store remains 
the same, as does the policy of the 
firm. Mr. Hoar was certain the in- 
creased business enjoyed at a time when 
many firms were doing well to hold 
their own should be credited to con- 
sistent high-quality offerings at low 
prices and good advertising. 


Buys Store 


OMAHA, NEB.—Lambert Bros., Inc., 
has taken over the Cantilever Shoe 
Store, Farnam and 18th Streets. 
This store was closed by the new own- 
ers and reopened in the room at 312 
S. 18th Street, a smaller shop and out 
of the line of general traffic. 
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A STRIKING CHICAGO WINDOW 








CuicaGco, ILt.—Cellophane hanging 
for a background which glistens in the 
artificial lights; strong” contrasting 
colors such as made the Century of 
Progress buildings famous; shelves set 
at right angles and the use of other 
angular motifs; some brightly colored 
circles which give striking contrast— 
these are all features which make the 
present set up of the Palmer Bootery 
interesting and unusual. 





An especially gay feature of the 
window is the large artist’s palette 
which is used for the hosiery display. 
Through apertures in the palette, the 
background of which is lined with 
sharp blue and strongly lighted, the 
stockings peer through making an in- 
teresting bouquet of the  season’s 
favorite shades. The colors selected 
are Manette, Mexique, Tampesan, 
Sherrytone, Manoa and Liqueur. 











Handbag Selling 


SALT LAKE City, UTAH—“Bag-con- 
scious” is a one word description of the 
customers of the Walk-Over Shoe 
Store. Miss Leona Engberg, in charge 
of the hosiery and handbag depart- 
ment, is largely responsible. 

“We have handbags made up to 
match our shoes at the factory,” ex- 
plains Miss Engberg. “Whereas most 
handbags merely match a shoe in re- 
spect to color, our handbags are of the 
same leather and carry out the same 
design. Women are quick to realize the 
value of a bag that properly sets off 
their costume. Customers buying the 
higher priced shoes offer very little re- 
sistance to price. If a customer does 
hesitate, we stress the special im- 
portance of just-right accessories this 
season.” 


Women Buy More Hose 


DETROIT, MICH.—Possibility that the 
men’s hosiery business can be placed 
upon the same competitive level as 
women’s hosiery was suggested this 
week by R. O. Dennero, manager of 
Florsheim Shoe Store. 

The point is that women wear twenty 
times as much hose per dollar of spend- 
ing power, according to Dennero, who 
pointed out that men may average 
twelve pairs of sox a year, while an 
active well-dressed girl will buy four 
to six pairs a week. The contrast, even 


when prices are discounted, is impor- 
tant. Men will wear sox that are 
darned, and women will spend their 
time by the hour darning for their men 
folk, but will not think of appearing on 
the street with mended hose themselves. 
Possibly, the idea of becoming hose- 
conscious can be sold to the American 
man. 

Dennero cited an instance of a girl 
who used three new pairs in a day— 
one in the morning, with a hole worn 
in the heel by evening; a second for 
the evening was ruined when she acci- 
dentally thrust the finger nail through 
the mesh; and a third pair was worn 
out in the evening by dancing. De- 
manding sheer quality of hose, laun- 
dering is unsatisfactory, and there is 
constant demand instead for fresh hose. 





Clocked Hose Lead 


Cuicaco, Inu.—Ninety-five per cent 
of the men’s hose being sold at the 
Marshall, Field & Co. store for men 
are in clocks, is the report given out 
here. Some special numbers that are 
going like hot cakes are “chandelier 
clocks.” These are hand-embroidered on 
silk lisle in a heather mixture in 11 
different combinations of colors, Fine 
French lisles are also selling well. 
Good-looking ensembles of hose-tie- 
handkerchief in effective colors shown 
in glass display cases are intended to 
stir the man’s fancy to thoughts of 
Spring buying. 













e 
IN STOCK 
Men’s Popular Priced 
RETAILERS 


SPORT AND DRESS 


Write for illustrated folder of complete line 












“The Piccadilly” 


Style No. 7213—Men's. 
White Buck and Black 
Calf Bal Oxford. Leath- 


er sole and heel. 


Style No. 8213—-Same 
as.above in White 
Buck and Brown Calf. 














































IN-STOCK 
A, B, C & D Widths 
$3.15 


Excelsior’s line of Men’s and Boys’ shoes 
have long been known for style, quality 
materials, excellent workmanship, and 
accurate fitting lasts. An efficient in- 
stock department aids the merchant 
who features Excelsior footwear in at- 
taining a faster ratio of turn-over, and 
a more profitable business. 


BOYS’ SMART STYLES 
POPULAR PRICE RETAILERS 


IN-STOCK 
Style No. 398—Boys’. 
White Elk and Black 
Veal Blu. Oxford. 
Leather sole, 
rubber heel, B, C, 
D widths. $1.95. 










“The Hadley” 









c, DB 


Style No. 161—Same. Gents’. 
widths. $1.95. 

Style No. 498—Same. Boys’. Lark 
Elk and Brown Veal. B, C, D 
widths. $1.95. 

Style No. 261—Same. Gents’. C, D 
widths. $1.95. 


















ys B 2 


EXCELSIOR 
¥ 






Portsmouth, Ohio 
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WHERE TO BUY 
Men’s Shoes 


"HIGHEST GRADE ONLY" 








MEN’S FINE SHOES 
OLD COLONY SHOE CO. FOCKTON 








mareridge Bids. _se High st._| 
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\WWHERE TO BUY 


Women’s Shoes 








THE PUMP WITHOUT A GAP 


GENUINE COMPO PROCESS 
IN STOCK 


Kafr Calf 

Patent Leather 
Brown Kid 

Gray Kid 

Blue Kid 
resaent Kid 
















White Kid 
White 


Satin 
Black 
Satin 


Regent and Seamless 
High and Baby Louis 
AAA to C 


BETT SHOE CO. 
58 N. 4th St., Philadelphia, Pa. 











Modernizes Store 


SEATTLE, WASH.—A whole new series 
of modern windows was created for 
Harry Perkins, Fifth Avenue shoe 
salon for women. His entire battery 
of windows on Union Street as well as 
Fifth Avenue has gone modern, with 
modern nooks and niches, heavy wooden 
margins and straight square cut-backs 
into which the newest of hosiery and 
shoe confections have been fitted by the 
merchant. 


Kirby Shoe Store Moves 


STEUBENVILLE, OH1I0—The new Kirby 
Shoe Store, now located at 425 Market 
St., had its formal opening recently. 
The store has operated in Steubenville 
for the past 18 years and recently 
moved into larger and more modern 
quarters. The new store contains 3,- 
Samuel 


840 square feet of floor space. 
Levinson is manager. 
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HEALTH SHOE PROMOTION WINDOW 









CoLuMBus, OHI0—One of the most 
unusual window displays promoting 
health shoes that has been noted for 
some time is that of the Foot Saver 
Boot Shop, 110 South High Street. 

The window was designed by Ray C. 
Dorr, manager of the store, and was 
modeled after the idea contained in the 
Julian & Kokenge advertising cam- 
paign in which the slogan is “You 
Can’t Keep Your Feet in a Glass Case.” 

The background was constructed of 
wall board and was fluted to give the 
appearance of spaciousness. A mir- 
ror back of the figure gave reflections 
in various directions. The figure was 
charmingly dressed in a black skirt 



















and white silk waist and the shoes 
were one of the types of health foot- 
wear sold by the Foot Saver Boot Shop. 
Since the show window was at the left 
of the store entrance both a front and 


side view were available. The photo 
is taken from the side view. The main 
lines of shoes handled by the store 
were placed on pedestals and on the 
floor of the window. 

The case in which the figure’s feet 
were placed was enclosed in glass and 
was attractively arranged to give the 
desired effect. 

This display was set up during Foot 
Health Week and was one of the most 
attractive of the window displays for 
that week. 





Merit Branch Opens 


‘ Mount VERNON, OHI0—The local 
unit of the Merit Shoe Co., which op- 
erates stores in Ohio, Kentucky, Penn- 
sylvania and New England, has been 
opened here with R. L. Smith of Mans- 
field as manager. 








SUBTLE OLD JOKE 


What is that which flies high, lies low, has 
no feet, and yet wears shoes?—Dust? 

Of course, dust doesn’t wear out shoes quite 
so fast these days of dustless sidewalks. 





Rural and Resort Trade 


Boston, MAss.—Shoe sales at Sum- 
mer resort stores, also, in country 
towns, are expected to show a sub- 
stantial gain. The five-day week of 40 
hr. is sending more folks than ever on 
week-end trips, and so Saturday shop- 





ping at the rural and resort stores. 








Selby Salesmen Meet 


PORTSMOUTH, OHIO—Salesmen of the 
Selby Shoe Co. will assemble at the 
company’s office April 23, to receive 
their samples for the Fall line. They 
will leave after the usual four-days 
sales conference presided over by sales 
manager L. M. Doty. It is announced 
that many new styles have been added 
for the Fall line. 





New Children’s Department 


CINCINNATI, OHI0O—“Story Town,” 
one of the most outstanding children’s 
shoe departments in this city, was 
opened in the Fair store. 

Closed shelving concealed by pictu:es 
showing the different styles in shoes 
worn in the past in all countries will 
make an attractive interior. The de- 
partment accommodates 36 chairs, and 
is managed by Harry E. Cohen, who is 
also manager of the women’s better 
shoes department. 
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Dinner to Schwartz 


New YorRK—The Council of Shoe 
Manufacturers of Greater New York, 
an organization consisting of 40 ladies’ 
shoe manufacturers within the Metro- 
politan area, tendered a_ testimonial 
dinner to its President, Benjamin D. 
Schwartz, of the firm of Schwartz & 
Benjamin, in appreciation of the fine 
service he has rendered to this associa- 
tion. The dinner was held at The Brit- 
tany, New York City, on April 17. 

The association invited, in addition 
to its own members, all shoe manufac- 
turers located within the Metropolitan 
area.” 


Old Baby Shoes Displayed 


MIDDLETOWN, Pa.—W. E. Baxtresser, 
a pioneer shoe dealer, of Middletown, is 
the proud possessor of a pair of baby 
shoes that was purchased in 1865 from 
his grandfather, Jacob Baxtresser, who 
conducted a store at Elizabethtown at 
that time. 

The shoes were owned by Mrs. Mary 
Pierce, who is a resident of the Bethel 
Home, at Lititz. When she lived in 
Falmouth, in 1865, she walked to Eliza- 
bethtown to purchase the baby shoes. 
The baby died later. It is believed that 
the shoes are hand made and are size 
two, and each shoe has five eyelets. 
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Mayor Dazes Knight 





Left—The Knight 
Right—Hizzoner 


Portland, Ore.—Proper shoes are important 
to good health, or words to that effect, is 
what Mayor Carson is telling Will A. Knight, 
dean of Oregon shoe merchants, as the chief 
executive of the City of Portland fitted the 
chief executive of Knight Shoe Company with 
shoes for National Foot Health Week, April 
2-7. Mayor Carson was employed by Mr. 
Knight as a shoe salesman for three years 
while attending law school some seventeen 
years ago. . 















Tinted Toe-Nails 


Los ANGELES, CAL.—The shoe de- 
partment of the May Company here 
thinks so much of the open sandal, 
tinted-toe-nail idea, that a complete 
window was given to that idea for a 
whole week. 

The displays were built up in cup- 
board-like units, possibly six pairs of 
sandals to the section. A great va- 
riety of sandals were shown featuring 
all types of straps from the broad 
leather to the narrow cord. 

Regular foot forms were used in all 
sandals with the nails tinted in vari- 
ous tones from the lightest pink to 
the brightest red. 





Enlarges Shoe Department 


OMAHA, NEB.—Under new manage- 
ment the Hayden Bros. store is under- 
going alterations throughout, includ- 
ing the shoe department on the first 
floor. A new north front of modern 
design has been built. The shoe de- 
partment will also be changed and en- 
larged. This department is now prob- 
ably the largest in Omaha, 60x120 ft. 


Adds New Line 


WATERBURY, CONN.— Marks Shoe 
Store has announced the opening of a 
new department devoted to Polly Pres- 
ton shoes, of which a complete line is 
being shown. 








FOREMOST IN 
FRIENDLINESS 


There's a new regime at Hotel LaSalle—a friendly 
"what-can-we-do-for-you" spirit that will make you 


happy here. 


You'll find us cheerfully ready to serve—anxious 
to make you feel at home—determined to win 


your constant friendship! 


Here's a famous hotel, with outstanding facili- 
ties, and yet with warmth and hospitality that evi- 
dences our personal interest in you. 


Our rates will please you, too! 


James Louis Smith, Manager 







LaSalle 





HOTEL LASALLE CHICAGO 








TO RETAIL $7 TO $8.50 


Specially constructed 
for giving comfort 
able arch support 












Madison 









RACINE 


For “housing” your particular customers’ feet in 
both style and comfort, The Doctor Shoe is 
scientifically correct. 


One of its several orthopedic features for aid- 
ing normal foot action is the “bandage” effect 
that gives comfortable support for the arch. 


Many leading merchants find The Doctor Shoe 
a steady repeat business builder—quality made 
throughout! 


The franchise for 
your town may be 
open. Further details 
sent on request. 
@ 
Write for 
CATALOG 


COMPANY 


wisconsin <s 
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WHERE TO BUY 


Children’s Footwear 


i ee ee ed 





MRS. DAY’S IDEAL BABY nige se 
Infants’ Soft Soles.. 
Intermediates ....... 1s 
Flexible Hard Seles. .2-8 
Send for In-Stock 
Oateleg 





MRS. DAY'S IDEAL BABY 
SHOE Co. 
Leeust St. Danvers, Mass. 
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WHERE TO BUY 


Leathers 











MANDRUCCA 
is the registered trade- 
mark of a unique, 
grained leather of 


or 


superior tannage, GC: 

originated by 

the under- a 

signed. 4: is Misuse 
Pia of this 


o trade-mark, 
directly or by 
colorful imita- 


oe ° 


tion, will be 
vigorously prose- 
cuted. 


R. NEUMANN &CO. 


HOBOKEN, NEW JERSEY 


¢, 


Changes Window Theme 


DerToIt, MicH.— Ben Berke, pro- 
prietor of Berke’s Boot Shop on Wash- 
ington Boulevard, has just completed 
the installation of a new front on his 
shop. The background has been changed 
from dark walnut to pure white, with 
Nile green trim, making it the lightest 
store in its block of fine shops. It is of 
semi-modernistic design, with conven- 
tional floral decoration, however. Berke 
says it is a tribute to “pure fine paint, 
rather than phoney cardboard construc- 
tion.” The front consists of two side 
windows to a deep entrance with a 
small central island. Light has become 
of first importance, and Berke says the 
light colors are easier to keep clean. 
Two shadowbox stages, one in each 
window, concentrate attention on the 
shoes and are used as the after-mid- 
night illumination to strike the eye. 











Domino Heel Seats 


Boston, Mass.—Domino heel seats, 
new here, have port hole perforations 
in the heel seat of sock linings, and a 
pad of shiny patent leather beneath, 
and so, the linings being white, the 
domino spots appear in the heel seats. 
Uppers also have perforations of the 
port hole style, some underlaid with 
white. 


BOOT AND 


Fred Nearing Resigns 


BuFFALO, N. Y.—Fred Nearing has 
resigned as buyer of women’s and 
misses’ shoes for Adam, Meldurm & 
Anderson Co., it was announced by Wel- 
don D. Smith, general manager of the 
store. He has occupied this position for 
many years. No successor has been ap- 
pointed and Mr. Nearing has not made 
known his plans for the future. . 





Appointed Hosiery Buyer 


INDIANAPOLIS, IND.—Marion Faith, 
has been appointed buyer of the hosiery 
department at Marott’s Shoe Shop. 
Miss Faith has served as assistant 
buyer for several years and is well 
qualified to fill her new position. An- 
nouncement was made by Arthur G. 
Brown, manager of the Marott store. 


New Manager 


WATERLOO, IowA.—The New York 
Fashion Shop, 220 East Fourth Street, 
has named Carlton Teeple manager of 








its newly remodeled and enlarged shoe 
department. Mr. Teeple is well known | 
to the local trade, having been engaged 
in the shoe business here for many 
years. Many new lines are being fea- 
tured in the women’s department up to 











$6, with an in-between price range. 





Norwood With Douglas 


BIRMINGHAM, ALA.— Sid Norwood 
has taken the management of the W. 
L. Douglas store here. He was form- 
erly with the Wilson Clark Shoe Com- 
pany and Odum, Bowers and White. 
For the past few years he has been 
with the Brown Shoe Company. 





Shoe Fitter Honored 


TACOMA, WASH.—A familiar figure 
for 30 years in the shoe department of 
Rhodes Brothers’ department store of 
this city has been Johannes Samuelson. 
The large store is honoring this week 
its veteran employees, and pays prime 
honor to Mr. Samuelson, found to be 
the oldest employee of the store in 
point of service. He became first con- 
nected with Rhodes in 1904, and has 
been fitting the feet of thousands of 
customers in the shoe department for 
the past three decades. 





Goes to Omaha 


SALT LAKE City, UtaH—Bert Wig- 
nalls, formerly with Keith O’Brien, 
Inc., moved to Omaha, where he as- 
sumes managership of the shoe depart- 
ment of Natelson’s Ready-to-Wear 
Store of that city for the Wohl Shoe 
Co. 





Opens Shoe Department 


BALTIMORE, Mp.— Berger’s Men’s 
Shop, 741 Washington Boulevard, has 








opened a shoe department. 
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Kent 50 Years With 
M. A. Packard Co. 


BrocKToN, Mass.—A full half cen- 
tury of service with one organization 
has just been rounded out by John S. 
Kent, president of the M. A. Packard 
Co. 















JOHN S. KENT 


Fifty years ago he became head book- 
keeper for Packard & Grover, and be- 
came a member of the firm on Jan. 1, 
1889, when Capt. R. B. Grover retired. 
When he started in the shoe business, 
the factory was selling shoes from one 
to two dollars a pair. Most of the work- 
ers then earned about $2.50 a day— 
pay that was considered highly satis- 
factory, although the hours were much 
longer than now. 


Rise to Prominence 


Mr. Kent's rise to prominence not 
only in the affairs of the M. A. Packard 
Co., but in the national affairs of the 
shoe industry, is well known. He has 
been mayor of Brockton, president of 
the National Boot and Shoe Manufac- 
turers’ Association, of the New En- 
gland Shoe and Leather Association, 
and of the Brockton Shoe Manufactur- 
ers’ Association. To all these offices he 
lent executive ability, a well balanced 
sense of reasoning, a fine optimism, and 
a fair consideration of his neighbor. 
Fiftieth anniversaries are not too plen- 
tiful. 





Rothman Reopens 


DETROIT, Micu.—Morris Rothman, 
former owner of a shoe store on Oak- 
land Avenue, has opened a new store as 
Rothman’s Shoe Store, at 9009 Twelfth 
Street. The new store is in the North- 
west section of the city. Rothman is 
conducting a general line of shoes, with 
modernistic fixtures in the store. In- 


cidentally, the addition of this store 
makes this block the most crowded in 
the city among neighborhood store lo- 
cations. 











BOOT AND SHOE RECORDER, April 21, 1934 


THe T*peeper SANDAL 
‘Ht lets the sun shine in’ 


The season’s sensation in 
fresh air footwear for children 


Adjustable vamps to fit 
any width foot. 


IN STOCK 


FOR PROMPT 
SHIPMENT 


Made in two leathers — white elk and smok- 
ed elk. From babies’ size 3 to big misses’ 3. 
Priced as follows: Babies’ 3 to 5, 80¢; In- 
fants’ 6 to 8, 90¢; Children’s 9 to 11, $1.00; 
Misses’ 12 to 3, $1.10. Whole sizes only. 


To-Peepers—fresh air shoes. This is just one of dozens of fea- 
tures in the complete line of Star Brand shoes to serve every 
human need. Think what an advantage you have in concen- 
trating your efforts on this one famous line of all-leather 
footwear. Shoes that sell and satisfy—the types of merchan- 
dise that yield a profit, build confidence and good will. 


ROBERTS JOHNSONS RAND ae 


Branch of international Shoe 
ST. LOUIS, Mo. PPS 











When writing advertisers please mention Boot and Shoe Recorder 



























WHERE TO BUY 
Ballet Slippers 





BALLET SLIPPERS 
IN STOCK 
Black Kid 
9600, 1st grade, $1.35 
$609, 2nd grade $1.20 
Breoks Shoe Mfg. Co. 
@wanson and Ritaer Ste. 
Philadelphia, Pa. 











WHERE TO BUY 


Hostery Protectors 


er erere 





When you see the name 
TIFFANY 
on One _ ety 
WALK-EZE 
en Stocking Protectors 
it means QUALITY 
coy WALK-EZE’S are 
of patented Komi- 
Suede—the non-injurious 
material that is le 
—washable—hygienic and 
sweatproef. 


Sizes for Women, 
Men and Children 


Order from your jobber or 
WAL 





CAN. 281021 
-EZE Sales Offices Stamped on every pair. 
Executive Office 

NEW YORK: (14! 
CHICAGO: 114 E. Austin Ave. 
CANADA: 729 St. Antoine St., Montreal 


: Syracuse, N. Y. 
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WHERE TO BUY 
Play Shoes 
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MONDL’S “PLA-SANDAL" 
Women and Growing Cirls 
UCO PROCESS, NO STAPLES 
Made over Brouwer’s Research Last No. 8. 
Popular Price Hygienic Health Shoe. 
Porous leather used. 
IN-STOCK 
No. 1953—Brown and 
White, black and white, 
all white, or smoked. 
Rubber sole and heel. 
$1.98 Retailer 
24 pairs to the case. 
Sizes 3-8. Order early 
to insure prompt deliv- 
ery. Also “Pla-Shus” 
for men and boys. 
Cireular on request. 
MONDL MFG. CO. 
Oshkosh, Wis. 














Dissolve 


CHOWCHILLA, CALIF.—MclIsaac & 
Vierhus, co-partner proprietors of the 
Quality Shoe Store, Chowchilla, have 
now dissolved the partnership. C. K. 


Vierhus is continuing with the busi- 
ness. 





Detroit, MicH.—The above attrac- 
tive window of this Father & Son Shoe 
Store here, resulted in substantial sales 
according to J. B. Harmon, district 
manager. 

The color scheme consists of a yel- 
low background, with the green cut- 
out flowers. Green patent material 
covers the sides of the display fixtures, 


Jackson & Sax Open New Store 


DETROIT, MicH.—The firm of Jack- 
son & Sax have added another beautiful 
store to their list by opening recently 
on Washington Boulevard. The un- 
usual feature of the store is the prome- 
nade devoted to the shoe department 
entirely. Only hand-made shoes are 
carried—Delman’s. Mr. Jackson has 
taken charge of the shoe department 
personally, and is carrying out the same 
policies as in the Boston and Hyannis 
stores. Concealed stockrooms and fit- 
ting stools in green and white leather 
make this department an unusually at- 
tractive one. 


Mason and “Dixon” 


ATLANTA, GA.— The George Muse 
Clothing Company is probably the only 
store South of the Mason and Dixon 
line to have both a Mason and a Dick- 
son employed in its shoe departments. 
W. W. Dickson is manager of the ladies’ 
shoe department of the store and is 
well known to the shoe trade through- 
out the section, while Tom Mason is 
equally as well known as a salesman 
in the men’s shoe department of the 
store, which can claim to be a truly 
southern institution by this token, if 





indeed, by no other. 


ATTRACTIVE SPRING WINDOW 
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which are topped with yellow and 
bordered in gold. The display cards 
and price tickets are done in the various 
shades of lavender and purple. 

Mr. Harmon reports that all of their 
sixteen Detroit stores are receiving 
helpful ideas from Boor AND SHOE 
RECORDER articles on window displays 
and merchandising plans. 





Complete Ensemble Grouping 


Los ANGELES, CAL.—A complete en- 
semble grouping in a display cupboard 
especially made for the purpose has 
proved effective in the Eastern, large 
Los Angeles department store. 

The cupboard has two compartments 
one above the other with a plate-glass 
shelf between. Above the shelf there 
usually are three pairs of gloves, a 
small handbag or purse, and two pairs 
of hose. 

Below the shelf is the central fea- 
ture of the ensemble, the shoes, and 
nothing with them except the large 
handbag which is placed immediately 
behind them. The whole group matches 
perfectly in color and is placed at the 
level of the customer’s eye directly 
behind the hosiery counter. 





Changes Buyers 


BuFFALO, N. Y.—Miss Betty Boyer 
has been appointed buyer of infants’ 
footwear for E. W. Edwards & Son, 
succeeding Miss Helen Lehr, who has 
been transferred to the Rochester store. 
Miss Boyer formerly was with Strauss- 
Hirshberg of Youngstown, Ohio, and 
has been with L. S. Good & Co. and 
George E. Stiffel Co. of Wheeling, 
W. Va. 
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RELAXATION 


ON SLIPPERS IT IS JUST 
GOOD COMMON SENSE = 
TO USE THE LIGHT... 
QUIET...NON-SKID 
.COMFORTABLE 
KEYSCROLL RUBBER HEEL 


{UAE 
SHIPPER 












KEYSCROLL 








HEEL 


TRADE-MARK 














UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 











When writing advertisers please mention Boot and Shoe Recorder 
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U.S.M.C. HOLD BANNER SOCIAL NIGHT 





“Get 


Boston, Mass.—The annual 
Together” of the Boston office force of 
the United Shoe Machinery Corpora- 
tion was celebrated Feb. 13, 1934, by 
a gathering that filled the big ballroom 


of the Hotel Bradford. Everybody 
from president to junior office boy 
participated enthusiastically in the 
entertainment. They brought with 
them their families and friends and 
expressed in no uncertain manner their 
approval of the excellent program pro- 
vided by the orchestra, gave a full 
measure of applause to Miss Miriam 


Winslow and her dancers, rapt atten- | 


tion to the solos of John Herrick, and 
made a full evening of it by participat- 


Sandals For Youngsters 


CHICAGO, ILL.—Sandals are the big 
item for little babies and on up to the 
college girls and beyond, says W. B. 


Jackson, in charge of the growing girls | 


section at the Davis Store. This means 
all kinds of sandals—except the toe- 
less variety which according to reports 
here will be a flare-up with a quick die- 
down. Center straps in both white 
and patent leather have been good 
sellers in this section during the pre- 
Easter selling. Low heels for every- 
one, including grandmother and her 
ultra smart grand-daughter, are on 
their way. These will range from 10/8 
13/8. 

Right now high school and college 
girls are buying oxfords in rough 


leathers both in brown and white. An- | 


other big seller is an oxford sports 
shoe with a saddle trim. This comes 
in all white buck with a pig saddle, al- 
so in white with a brown or a black sad- 
dle of calf. Shoes for the small people 
(sizes up to 2) are mostly elk. These 
are in two tone, in brown, in white and 
in natural. Patent leathers are, of 
course, also good. In speaking of the 
children’s and young people’s section 
Mr. Jackson said that business is away 
ahead of last year and that prospects 
look very encouraging. 


| ing in the general dancing which fol- 
proven or a hand at bridge, as their 
fancy dictated. 
| The orchestra, which this year num- 
| wens 39 members, under the direction 
of J. C. Stout, has made steady prog- 
| Tess. Each year’s concert has been re- 
| ceived with .surprise and _ general 
| delight by critical friends, the various 
| numbers in a somewhat ambitious pro- 
| gram being performed in a manner 
that earned general applause, and 
an insistent demand for encores, which 
were most liberally provided. 

Two dances were given by Miss 
| Winslow and her dancers, the first 
“The Chase” and the second (a) 





“Stick Nautch” and (b) “Nautch.” 
They were the work of a finished art- 
ist, supported by a group of her own 
training, which included Miriam 
Catheron, Olive Cousens, Margaret Lit- 
tell, and Jacqueline MacGrath. In the 
special orchestra music for the dances, 
Miss Mary Campbell was at the piano. 

The musical and special dance pro- 
gram was followed by general dancing, 
music being provided by a special or- 
chestra under Mr. Stout's direction. 

Many took advantage of the oppor- 
tunity presented for bridge which has 
been one of the interesting features of 
each “Get Together.” 





Sport Shoes Selling 


| 

| 

| Des Moines, lowA—Wolf’s shoe de- 

| partment, which opened the middle of 

| February, has found sports models in 

| women’s shoes a leading feature, ac- 
cording to Manager H. E. Jaffe. Riba- 

| lin shoes with leather tips have been 

| the big leader in this line. 

“Business has been good ever since 
our department opened,” declared Mr. 
| Jaffe. “Blues and grays have been 
| about even with us, and whites have 
been slow, but we have endeavored to 
hold back the trend for white shoes in 
the interest of volume as a whole.” 

The Spring business suffered a slight 
slump after the early Easter but has 
now recovered its stride, according to 
the opinion of several local shoe dealers. 








MEASURING HEEL HEIGHTS 


To get the proper measure of the height of 
| the heel apply the tape to the mid-line of the 

side of the heel from heel seat to top lift. 
Measure in the top lift, of course. To get the 
extreme, or exaggerated measure, run the tape 
up and down the middle of the back line of 
the heel. Some measure along the corner of 
the breast of the heel. 

Arguments sometimes arise between buyer 
and maker as to the correct height of the heel 
also, between customer and clerk. 

















Adds Men’s Line 


- WATERBURY, CONN.—Worth’s Ready- 
to-Wear Shop, women’s apparel and 
shoe store, has taken over the men’s 
wear business of Upson, Singleton & 
Co. John J. Cordon, formerly man- 
ager of the Upson, Singleton’s men’s 
shoe department continues in that ca- 
pacity under the Worth management. 
Lines now handled by the department 
include Nettleton and Crosby Square. 
The women’s shoe department of 
Worth’s, featuring I. Miller footwear, 
is not affected by the store’s expansion, 
continuing under the management of 
William Rodney. 





Stores Consolidate 


PASADENA, CAL.—The two Gallen- 
Kamp stores here are being consoli- 
dated. The location at 16 East Colo- 
rado Street will be abandoned, while 
the location at 366 East Colorado 
Street will be retained with H. Get- 
tens as manager. 





Buys Store 

MIDDLEFIELD, OHIO—T. R. Dean, who 
has operated a shoe store in Burton, 
Ohio, for the past five years, has pur- 
chased the C. E. Lampson & Son store 
here and will continue both stores un- 
der the name of Dean’s Stores. 
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WHO MAKES? 


Inquiry Department, Boot & Shoe Recorder, 


239 West 39th St., New York, N. Y. 


Please send us information where we can buy 


Our name ... 


Street address ......... Ae Se Late 











Allen Store In Syracuse 


SYRACUSE, N. Y.—Heading a staff of 
30 salespersons, William A. Spivak as 
local manager, opened the new Allen 
Shoe Store in this city. Miss Ethel 
King is in charge of the hosiery and 
bag department. 

Dave X. Spivak, district manager of 
the Allen Shoe Store organization, says 
that Syracuse was selected as the site 
for the newest Allen store because the 
city is considered one of the bright 
spots on the business map. 

The new store is designed in modern- 
istic motif, with an “inverted” front, 
which is artistically finished in beige- 
colored marble walls, and base with un- 
usual light effects. Theatrical figures, 
with an orchid silk trim in the back- 
ground, furnish a beautiful setting for 
the merchandise on display in the show 
windows. 

A rose-colored carpet adorns the floor 
of the store and the interior walls are 
done in hair-line maple and walnut. 

Before coming to Syracuse, to manage 
this store, Mr. Spivak held a similar 
position with the same firm in Cin- 
cinnati. 


Store Moving 

OsKALoosa, Iowa—The Family Shoe 
Store is moving to Newton, Iowa, April 
1, and will be thereafter known as the 
“Shoe Mart.” 


City and state ...... Pe eT eo 


Let the RECORDER help you 


locate wanted merchandise. 
Mention grades. Attach to 
your letterhead and mail to 


Inquiry Department 
Boot & Shoe Recorder 
239 West 39th St., New York, N. Y. 
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WRITE 
FOR 

CATALOG 4-21 
Boot Hooks . 
Boot Jacks 
Polo Belts 
Riding Crops 





RIDING BOOTS 


IN STOCK 








$2.25 dz. English Spurs . $9.00 dz. 
English Chains . 7.50 dz. 

_ Saddle Soap 

18.00 dz. 1 Ib. tins... 3.50 dz. 

. 6.75 dz. \% Ib. tins 2.25 dz. 


(Quotations in Dozen Lots only) 


COLT-CROMWELL CO., Ine. 


1239 Broadway - 


- IMMEDIATE DELIVERY 


ENGLISH STYLE 
FULL LEATHER LINED 


8450 
OR 
eal 
Pur BIACcK 
IN SIX PAIR LOTS ONLY 
WOMEN’S SIZES 


3 TO09 
A, B,C & D WIDTHS 


" Acclaimed by the trade as 
the best fitting low priced 
boot on the market. 


EST. 1899 


New York City 








Has Refrigeration System 


NEW ORLEANS, LA.—Ben Mark has 
been appointed manager of Allen’s 
Shoe Store. Mr. Mark has been in the 
retail shoe business for eight years. 
L. Dickensheet and I. Heillegers have 
been named assistant managers. A re- 
frigeration system has been installed. 


Good Sales Gain 


CoLumBus, On10—Sales of the Schiff 
Co. for the five weeks’ period ending 
March 31, were $1,143,912 as com- 
pared with $664,335 for the correspond- 
ing period in 19338, according to a re- 
cent statement issued by the company 
which operates a chain of 200 retail 
shoe stores. This shows a gain of 
72.19 per cent. Sales for the first three 
months of the year were $2,145,576 as 
compared with $1,463,681 for the cor- 
responding period in 1933, a gain of 
46.58 per cent. 

Officers of the company are very 
optimistic over the outlook and believe 
that trade at practically all of the units 
will continue to show marked increases 
over the sales of last year. 


Daly Buys Sixth Plant 


BELFAST, ME.—In acquiring another 
shoe factory in Parkersburg, W. Va., 
the total now operated by Daly Bros. 
Shoe Co. is now an even half dozen. 

The Parkersburg plant is equipped 











for the manufacture of 100 dozen 
daily, and as soon as alterations have 
been completed 300, dozen can _ be 
manufactured every day. 

J. J. Daly and C. L. Daly, formerly 
of this city, operate the Daly Bros. 
Co., which now has factories in Calais, 
Me.; Belfast, Me.; Keen, N. H.; Har- 
nisonburg, Va., and Holbrook. 

Shoes manufactured in these fac- 
tories are sold primarily to retailers 
in various sections of the country, but 
a very small portion of the Holbrook 
factry production is being sold in the 
60 New England Spencer Shoe Co. 
stores, of which J. J. Daly is the con- 
trolling stockholder. 


Moves Office 


Boston, Mass.—The Associated Shoe 
Manufacturers, Inc., an organization 
composed of New England novelty shoe 
manufacturers, has moved its offices 
from the Statler Building in the Park 
Square district, to Room 915 in the 
Chamber of Commerce Building on 
Federal Street, this city. The office is 
in charge of Ernest A. Burrill, execu- 
tive secretary. 





Bagley’s Opens 

FRESNO, CALIF.—F. W. Bagley, well- 
known West Coast shoe man, has 
opened a retail shoe shop here under 
the name of Bagley’s Bootery. 
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THIS WEEK'S BOUQUETS 





Ray Collins Has One Supporter 


The enclosed indicates that there is one 
manufacturer in Canada who appreciates 
the business of the independent dealer. 

The article by Mr. Ray Collins of Col- 
lins’ Boulder, Colorado, in the Boot AND 
SHoe Recorper, March 31st, 1934, created 
some interest in this factory. 


The Bond Shoe Manufacturing Co., 
Preston, Ont., Canada 


vvv 
An Appreciative Reader 


In appreciation of all the Recorder has 
meant to me during the last twenty years, 
as clerk, store manager and manager-part- 
ner, and now as a clerk, I am taking the 
liberty of asking information from your 
Inquiry Department. 

Was associated with C. E. Petot for a 
number of years. Am clerk now in a two- 
man store. I read the Recorder religiously. 
Now I am anxious to get back in the shoe 
business for myself. 


J. R. Thatcher, Longmont, Colo. 


Brown and Patents Selling 


CHICAGO, ItL.—In the Young Mod- 
erns department at Marshall, Field & 
Company’s lots and lots of blues are 
being sold right now, it is said hera 
Browns are holding up well and of 
course blacks are being sold. Patent 
leather in pumps is in great demand. 
Beige is out of the picture entirely 
here. Very dressy types of shoes are 
wanted by the young patrons of this 
department with lots of stitching, per- 
forations and cut-outs. Very flat heels 
are popular in the evening models but 
17/8 and 18/8 hold their own for gen- 
eral wear. 





New Detroit Store 


DetTroIT, MicH.—A new shoe depart- 
ment has been opened in the new ex- 
clusive Sax-Kay Shop, 1520 Washington 
Boulevard, by Jackson-Sax. A. L. Jack- 
son is manager of the Detroit store, 
with his partner, Irving Sax, who is in 
charge of the Boston store. 

According to Jackson, only the 
smartest ultra-styles in women’s foot- 
wear are being stocked, stressing indi- 
vidual styling. Store carries Delman 
Shoes and Latin-Toe Footwear. 

The new department is located on the 
mezzanine floor of Sax-Kay Shop. 








BOOT AND 


With a highly modernistic trim,- the 
department is one of the most striking 
in the city. White walls, with gold and 
green and black furnishings and trim 
furnish the decorative motif. Massive 
structural columns in the center of the 
mezzanine have been utilized to give 
extreme modernistic touches to the lay- 
out. 


Opens Comfort Shop 


AKRON, OHIO —“Shumakers,” 214 
S. Main Street, one of the oldest re- 
tail shoe firms in eastern Ohio, have 
opened a Comfort Shoe Shop as an 
added feature to their new store re- 
cently established here. New shop is 
located on the second floor of the store 
and is featuring such well-known lines 
as Musebeck shoes for men and women, 
Arch-Lock, Foot Friend, Queen Quality, 
Proper-Bilt line for children and Dr. 
Reed’s for men. “Shumakers” have 
been 41 years in business here and 
until a year ago were located in South 
Howard Street. 


Moves to Larger Quarters 


NEWCOMERSTOWN, OHIO—The Berry 
& McCune shoe store has moved into a 
larger storeroom in the Vogenitz block, 
where the front has been remodeled and 
new display windows installed. 





WHAT’S NEW 


reoencanene 
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New Balloon Heels 


Boston, Mass.—The New England 
Rubber Co. introduces balloon rubber 
heels with a number of new features in 
the art of rubber heel design. The 
purpose of this heel is to attain addi- 
tional comfort and wear by adopting 
the principles of pneumatic construc- 
tion. The cue has been taken from the 
rubber tire industry and the pneumatic 
tire. 

Its simple but unique type of con- 
struction features an air-cushion which 
flexes so that shocks and jars are less- 
ened. The pneumatic cushion also 
serves to prevent skidding and slipping. 





Interior View 


Walking Surface 


Balloon heels offer a maximum of 
comfortable wear, fully retaining their 
cushioning qualities throughout the 
life of the heel, according to their spon- 
sors—The New England Rubber Co., 
100 South Street, Boston, Mass. 
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This ‘short-cut’ loca- 
tion saves Time anc 
Money in New York... 


The Piccadilly is “close to every- 
thing.” Ninety per cent of your 
calls are within a few minutes’ 
radius of this new hotel, and its 
short-cut location will save time 
(and taxi fare) in covering the 
town. 

And when you need relaxation, 
you are right in the center of thea- 
tres and amusements ...to say 
nothing of the Piccadilly’s own 
“Silver Lining” Cocktail Room .. . 
Perfect. De luxe dinner and sup- 
per, with dancing in the Georgian 
Room, for one dollar! 

The Treasurer himself will ap- 
plaud your keen sense of values in 
choosing this hotel, where com- 
fortable rooms and delicious meals 
are bargains. 


RATES FROM 


*2.90 


ROOM WITH BATH 
450 Outside Rooms 


Hotel 


PICCADILLY 


45TH STREET, WEST OF BROADWAY 
William Madlung, Managing Director 
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THE FENCE OF FASHION 


[CONTINUED FROM PAGE 32] 


advance made by your industry, I believe there is no 
doubt that you will be able to see yourselves through. 

“I remember, in my short time as a member of 
Congress (for fourteen years) I had the opportunity of 
studying the progress of footwear in this country. While 
for a long time we led the world in the manufacture of 
shoes, the so-called fancy footwear was imported from 
Europe. For the past ten or fifteen years we have taken 
the lead from Europe even in that branch of industry. 
And the last tariff we voted, was provided for protec- 
tion to the shoe industry. Whether or not it is suf- 
ficient or worthwhile, I don’t know, because I have 
been taken away from Congress since that time. 

“But we do know that the ingenuity and the skill of 
the shoe industry in this country is second to none in 
the whole world. If we can now only provide the con- 
sumers for you, I think the outlook will be all right.” 


HE following speakers discussed the economic and 

fashion value of color and style in footwear: “Es- 
sential Reason for Retailers’ Thorough Knowledge of 
Leather” by L. J. Robertson, chairman of the Board, 
Tanners’ Council of America. “The Value of Fashion 
Guilds” by P. A. O’Connell, president of E. T. Slattery 
Co.; “Color—As the Wind Blows” by Mrs. Margaret 
Hayden Rorke, secretary and managing director of the 
Textile Color Card Association. “Review and Confirma- 
tion with an Eye to the Future” by Mrs. Raymond Ives 
of Vogue. 

George B. Hess, Jr. of N. Hess’ & Sons, Baltimore— 
as chairman of the Men’s Styles Committee—staged a 
one-man style show, if you might term it such, by 
pointing out to the audience the details of his own 
costume and emphasizing the fact that men are more 
clothes-conscious now than ever before and the retailer 
should take advantage of this receptiveness on the part 
of the consumer to purchase new shoes. 

These addresses are so good that we reserve them for 
early issues of the RECORDER. 

As a finale of the open session, a most unusual 
“Fence of Fashion” was placed upon the stage. Strong 
lights were thrown on the footwear of the mannequins 
who walked behind this fence, revealing most con- 
spicuously shoes for the feet and hats for the heads. 
The garments, as such, were blocked out by the fence. 
While the mannequins paraded, Miss Ruth Kerr told the 
story of the place of each color in the fashion prom- 
enade for Fall and Winter. 

As a grand finale, to the tune of the “Last Round-Up” 
a girl in dude ranch costume portrayed a pair of highly 
ornamented cowboy boots. The final applause rang 
down the curtain of the styles conference—giving to the 
tanners’ display in the grand ballroom the balance of 
the day’s time. 
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Best Show of Leather 


ARLY Tuesday morning (April 17) found ex- 

hibitors at the official opening of American 
Leathers at the Astor Hotel, New York City, tired 
but pleased after being on the job until after eleven 
o’clock the night before, showing their lines to the 
largest, most interested attendance in many years. 
Tuesday, as a display day, held even more trade 
interest. 

Retailers and manufacturers from everywhere 
were there. The first day attendance, as one man 
put it, was “larger than at any recent show.” 
Another reported, “the biggest crowd we have seen 
in the three years that we have exhibited here.” 

But it wasn’t the crowd alone that was bigger. 
Two additional rooms had to be taken to accommo- 
date the fifty-one tanners whose lines were dis- 
played. More leathers — and more NEW leathers 
than usual were on display. And the interest shown 
was in keeping with the displays. 

Every exhibitor interviewed reported more than 
usual interest. Whether it was the suede leather, 
the grain goat of another, the grains of another, 
or the silver and gold paisley of still another— 
anything new, and the “regulars” as well, all got 
plenty of attention. 

Highlights of the Tanners’ Show: A clear note 
of assurance and confidence for Fall. A feeling 
that real opportunity awaits those who are on their 
toes and have what is wanted. A feeling that study 
and effort will be rewarded. And they were put- 
ting their hearts as well as their heads into the 
job! Anyone who was there must have felt that 
awakened spirit—the assurance—the optimism. It 
was a great show—the best show on record—and 
the best part of it all was its forecast of good Fall 
and Winter business. 








Sport Shoe Prediction 


Detroit, Micu.—Predictions of an unusually heavy sea- 
son in women’s sport shoes were made by Clyde K. Taylor, 
president of the Michigan Retail Shoe Dealers and shoe 
stylist, this week. Whites in particular will be leaders in 
the sport lines, and whites will be major sellers in other 
lines than sports. Lighter shades in sport shoes, as well, 
will show a volume not seen in recent seasons, according 
to Taylor. 

Actual post-Easter business has been unusually heavy in 
Detroit stores, as reported at Stuart J. Rackham, Inc., 
where Taylor is a partner. Several customers at a time 
on the floor has been the continuous rule from the time 
the store opens until closing. 
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CLAWIFIED ann WANT A 


A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 


MEET . 





FE 








1934 




















SALESMEN WANTED 


BUSINESS OPPORTUNITY 


BUSINESS OPPORTUNITY 








EX ELLENT opportunity for salesmen with 
good chain store connections to sell Compo 
Address D-705, care Boot 
140 Federal Street, Boston, 


line immediately. 
& Shoe Recorder, 
Mass. 








LINE WANTED 








New York City—Resident Salesman is 

open for strong lines of popular 

priced shoes for volume buyers. Com- 

mission basis. Al references. 
Address D-707 


Care Boot & Shoe Recorder 
239 West 39th St., New York, N. Y. 

















POSITION WANTED 





R ETAIL shoe salesman and manager, several 
years experience, can furnish satisfactory 
leading concerns. Interview 

Address D-704, care Boot 
New 


references from 
will be welcomed. 
& Shoe Recorder, 239 West 39th Street, 
York, N. Y. 


HELP WANTED 


LERT SHOE BUYER: Young man thor- 
oughly familiar with popular priced depart- 
ment store merchandise methods. Apply giving 
full details of experience, age and salary ex- 

















pected. Address D-706, care Boot & Shoe 
Recorder, 239 West 39th Street, New York, 





shoe store, established 
good location. Will 
Rent reasonable. 
Salovitch, 131 


FOR SALE: Family 
25 years; main strect; 
sell with or without stock. 

Will sacrifice. Address Sam 
Essex Street, Lawrence, Mass. 








WANTED TO PURCHASE 


ANTED to buy: Footwear X-ray machine. 
Good second hand. State best cash price. 
Shear & Sharping, Endicott, N. Y 











IDEAL OPENING FOR A DISTRIBUTING BRANCH 
IN THE SOUTH 


Splendid location, with lowest possible overhead and selling cost, 
will appeal to manufacturer desiring more Southern business at 
a profit. Unusually well qualified man available who is intimately 
acquainted with Southern trade and its needs, and thoroughly 
experienced in economical distribution. 


Address D-703 
Care Boot & Shoe Recorder 
239 West 39th Street 
New York, N. Y. 
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DEPT. FOR LEASE 


URNISHED shoe department for lease in 

established women’s wear store in Wellesley. 
Has done $32,000 with high grade line. Should 
do better with line from $6.00 to $8.50. Write 
Gross-Strauss, I. Miller, Wellesley, Mass. 











MERCHANTS’ NEEDS 








THE “BESTYLE” BOW 


To Retail from 50c to $1.00 





and combinations 
THE SEASON’S LATEST CREATION 


These leather bows are carefully constructed and 
are among the finest in the market. In ordering, 
state color combinations Sareren. CLIP ON EACH 
BOW. Prompt deliveri 

$2.40 per doz. Pairs—Less 2-10-E.0.M. 


BOW-ART CO. 
903 HOME ST. BRONX, N. Y. 











BUSINESS OPPORTUNITY 
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Money in Foot Correction— 
BE A TECHNOPEDIST 


Our graduates are building successful practices 
in this new and dignified profession. Home Study 
Course, including working models and equipment, 
furnished at low cost. Easy terms. Write. 


THE TECHNOPEDIC INSTITUTE 
140 Boylston St. Boston, Mass. 























MERCHANTS’ NEEDS 





SHOE CARTON LABEL 
SPECIALISTS 

LT PRINTERS, DESIGNERS AND ENGRAVERS | | 

ABEL CO. | | 


THE AMERICAN PRINTING 
314-316 E.12th St CINCINNATI OHIO 


o7D nite Row fot Sampces | 











Minimum charge 75 cents. 


[ere gS S 





$1.25. When a box number is desired twelve words should be added for the address. 
word of the address should be counted. 


The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. 


t* Advertisements for this page must be in our New York office on Friday of the week preceding publication. “4 


CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 
For all other classified advertisements the rate is 7 cents per word. Minimum charge 


In all other cases each 











When writing advertisers please mention Boot and Shoe Recorder 
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CHEAP TO QUICK PURCHASER 


ata fraction of replacement value 


any portion of 2000 pairs of genuine Russian Calf and shell cordovan riding and field 
boots made for the United States Government by 


NETTLETON—BANNISTER—PELS—HANAN 


Price depends on quantity desired. 


APPLEFELD CLOTHING CO. 223 W. Baltimore St., Baltimore, Md. 























WANTED TO PURCHASE 


WANTED TO PURCHASE 


WANTED TO PURCHASE 








POSTER @ DEUTSCH 
436 Grand St., New York City 


Phone Dry Dock 4-0352 
—BUY FOR CASH— 


entire or surplus stocks of 





Buyers of Surplus Stocks 


We will buy surplus or entire stocks of shoes 
from manufacturers, jobbers or retailers. 


QUANTITY NO OBJECT 


WE BUY 
Entire or Surplus Wholesale and Retail 
Stocks, Also Branded Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, Bos- 
tonians, Ete. 


IRVIN RUBIN 





KIRSCH - BLACHER CO., Inc. 
106 Duane St. New York 
Phone Worth 2-5377 and 5378 


“The House of Jobs’’ 
S98 Reade St. Cor. Church 
Phone Barclay 7-7887 New York City 


SHOES—DEPT. STORES 


Leases assumed Transactions confidential 
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MERCHANTS’ NEEDS MERCHANTS’ NEEDS HOTELS 
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PEP UP YOUR SPRING WINDOWS 
WITH ATTRACTIVE PRICE TICKETS 


Write for Samples 


“BOSTON... 
Stay at the 400 
Rooms 


KENMORE " 














i, 


135 . ED 
995) 



































Sac, "4 & 
Lavender and Cream board; sil- Pale green board; 
Green design on ver bar and dark lavender flower, 
peach background. blue trim. dark green trim. 
ices 6 dozen @ $1.10... OR... 12 dozen @ $2.00 
4 E Available in the Popular Denominations or Blanks 
rE : SEASONAL WINDOW DISPLAY CARD SERVICES 
nial t including harmonizing price tickets are sold to but ONE shoe merchant in a 
Ber locality. Perhaps the exclusive franchise is open to YOU. WRITE FOR DETAILS. 


an CHECK WITH ORDER, PLEASE, UNLESS C.O.D. DO 
- ; SHIPMENT IS PREFERRED = 


Merchants’ Service Dept. 


= BOOT AND SHOE RECORDER 


209 So. State St., Chicago, Ill. 


At Kenmore Subway. 


All U. S. Routes lead 
to the Kenmore. 


© Modern, comfortable .. . convenient 
to shopping, business, the theatres. 
Ample parking space. 


; . ee ® Outside rooms, each with tub, 


y h d circulating i ter. 
4 Delmac System Adopted Shoes, Inc., of Brooklyn, N. Y., Feder ini iain 














RRR RES Haan 
| 
| 





* 


Gregg Shoe Co., Cincinnati, Ohio, ® Excellent food, moderately priced, 








New York, N. Y.—According to H. 
B. Delman, president of the Delmac 
System Corporation, the following man- 
ufacturers have adopted the patented 
Delmac Process for the manufacture of 
shoes: Premier Shoe Company, Artis- 
tic Shoe Company, Schwartz & Ben- 
jamin, Andrew Geller, M. Wolf & Sons, 
Stone Shoe Company and the Elbee 
Shoe Company. 

_ In addition to the new Delmac users 
it is also announced by the Superflex 
Welt Corporation that the Grossman 








Frank Barber, manufacturers of Long 
Island City, and J. M. Connell Shoe 
Company, South Braintree, Mass., have 
also adopted Superflex Welt Process 
for the manufacture of Superflex Welts. 





New Wholesale Store 


Boston, Mass.—Gaffney & Sulkis 
Shoe Co. are opening a new wholesale 
store at 76 Lincoln Street, to feature 
women’s novelty shoes. 


in the Empire Room and English Grill 
Room and Bar. 





Write for Booklet—’’Historical Boston’’ 


HOTEL KENMORE 


Commonwealth Ave. at Kenmore Sq. 
COLYAR P. DODSON, Manager 
One of Boston's Newest and Finest Hotels 
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Keeping Customers Cool 
[CONTINUED FROM PAGE 26] 


value the cost of the proposed system. 
In other words, a shop must do $100.- 
000 more business per year to justify 
a $20,000 outlay for equipment. In the 
case of the St. Louis store the actual 
figures ran about $12,500 more business 
and $2,500 outlay for equipment. This 
stand, which is more or less of a swap 
of between business volume and fixed 
charges, has proven sound in the case 
of the St. Louis store and has encour- 
aged the company to go further into 
the problem of conditioning their stores. 

Early in the Summer (1933) the 
system was authorized and installed. 
Like many retail stores, the shop was 
long and narrow, with virtually no nat- 
ural ventilation and light only from 
the front (west) side, virtually all 
glass. The wall space needed for stock 
prohibited any units being placed along 
the walls and the narrowness of the 
store made any centrally placed units 
impractical. 

As designed and installed, the condi- 
tioning system consists of two ma- 
chines, suspended from the ceiling, 
about 18 feet from the floor at the rear 
of the shop. Each machine has two 
supply outlets, which are fitted with 
vanes or diffusing damper blades which 
control the direction of the flow of the 
cooled air. The air is directed partially 
along the side walls of the store and 
partially down the center of the store 
toward the center and the forward end 
of the shop. It was found that the cool 
air mixed quite successfully with the 
warm air in the shop and resulted in 
an invigorating, comfortable atmos- 
phere without any sense of drafts or 
chill. 

The accompanying view shows the 
upper part of the rear wall of the store. 
The four supply outlets are seen 
grouped about the larger central re- 
turn air grille. The air after circulat- 
ing about the shop passes back into the 
center grille and into machines to be 
cooled again. When once circulation is 
established and the air has reached the 
desired temperature and moisture con- 
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dition, the machines have less of a load 
tocarry. For this reason, two machines, 
rather than one large one were in- 
stalled. For a large part of the time, 
one machine is sufficient, thus reducing 
the cost of operation. 

And then, the sales staff is fresher 
and their efficiency is higher. The ai- 
titude of the salesperson is consciously 
or unconsciously sensed by the customer 
and if the sales staff is depressed or 
enervated by a hot stuffy atmosphere, 
his efficiency is considerably lowered 
and with it his normal degree of pa- 
tience and courtesy. On the customer’s 
side, in addition to bringing them into 
the shop, there is the willingness to 
remain longer in the comfortable atmos- 
phere, increasing her humor and good 
will and adding to the chance of mak- 
ing a sale, especially a difficult sale. 

Fittings are difficult in the hot 
weather when the foot swells and the 
hose is very likely to be damp. The 
gently circulating air does not cause 
too rapid drying or cooling under such 
circumstances. The new customer un- 
derstands that a bit more time must 
be given her to assure a correct fit 
and seldom objects or attempts to hurry 
a sales person. Their first impression 
can very easily be built into a very 
satisfactory one, with careful fitting 
and a satisfied and comfortable cus- 
tomer. 

There is no question that air condi- 
tioning has now become a service asset 
to a business and that general economic 
conditions alone have checked a much 
more rapid spread of conditioning. The 
largest single hitch has been the rather 
high cost of conditioning equipment. 
But the cost, like all other service costs, 
must justify itself on the ability of 
the equipment to create a comfortable 
attractive atmosphere which will help 
bring in and hold a greater volume of 
business. Figured on this basis, air 
conditioning is not expensive. It is and 
will be more expensive not to condition. 
Kay’s theory of building additional 
business volume and its relation to 
adding to equipment xependiture, has 
proven successful enough for his com- 
pany to condition more of their stores 
this year. 

A contract has been let to condition 
one of their stores in New Orleans. 
Another shop in Omaha will probably 
have conditioning in time for this sea- 
son’s hot weather. 
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in pastel shades of pure silk, are coming back. 









HITE is a certainty for summer, 1934, and white kid should 
sell especially well, because softer types of spectator dresses, 


Side by side with white shoes, it is possible to sell dark shoes 


in light patterns, for wear with printed silks on dark grounds, or 
as accents to light colors. In view of the enormous popularity of 
navy-blue both as a costume and an accent color, we believe that 
there should be continued business on Navy-blue No. 1330. 


* 


New Castle white 
glazed kid is here 
shown in an Oxford 
trimmed with pin 
perforation and 
stitching — an excel- 
lent shoe for wear 
with the new formal- 
ized sports costumes 
in pastel shades. 
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MABEL WINKEL 
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This open sandal in 
New Castle navy-blue, 
No, 1330, is the type 
of shoe that will sell 
all summer for wear 
with prints on navy- 
blue grounds or cos- 
tumes containing a 
navy-blue accent. 
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SUMMER —before we are sure of it's : 
REVS WEES WiEhttas” 


SPRING, in so many sections, is only a prom- } 
ise of Winter to relent... but SUMMER is the | 
complete routing of both seasons and their 
costumes. This year, after an early Easter, the F 
forces of nature and of fashion appear to be f 
in complete accord that the only safe promo- 
tions worthy of additional orders are white f 
washable Kid shoes. 
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Courtesy McCall’s Magazme | 
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empties, 286 


SG SOT 
LESS as aan 


being SPRING—and re-orders coming for 


| before the real season actually begins! 


A\. this is being read by you, fully a hundred shoe manufacturers 
are receiving, cutting or lasting thousands of re-size orders for 
white LEVOR kid shoes from stores that have already had 1934 


models in this superior leather for retailing. 


Whites start selling way ahead of the calendar schedule in thousands 
of communities ... especially to young folks. Girls were wearing new 
white kid shoes before Easter with dark suits and Spring coats. Theyre 


copying the college boy scheme of white shoes with dark clothes. 


When summer days arrive and white with white, as well as white 
with darker costumes, becomes the national shoe color, re-orders will 
be imperative for stores hoping to take care of the demand. And, since 
this is going to be a white season for more than one type of white kid 


shoe toa customer, early anticipation of requirements will be necessary. 


Your manufacturers are ready. Weare, too. 


G. LEVOR & CO. ING. 


Tanners over 58 years 


GLOVERSVILLE - NEW YORK 





ABOVE .. No. 0072 

Velvety White Buck 

in extreme custom 
styling. 


IN STOCK 
AtoD.... 6to11 
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The qualities particular men 
ness and workmanship—are more clearly dis- 
cernible in sport shoe patterns. The most crit- 
ical customer will be moved to admiration and 
desire to purchase by these distinctive styles. 


STACY-ADAMS SHOES RETAIL FROM $12.50 UP 


BELOW No. 0073 
White Buck with 
Black Calf Trim. 

No. 0071 


With Tan Calf 
Trim. 


IN STOCK 
AtoD.... 6to11 


- + STACY-ADAMS : : 


COMPANY 


BROCKTON, MASS. 


1934 
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A PERFECT 
TWOSOME 


MUSEBECK 
WALL 
STREET 
LAST 














Style No. SO711 Style No. SO94. 
Men’s Tan Sport Oxford Women’s Tan Sport Oxford 


Made over the famous Brouwer Research Last 
Gallun’s Vegetable Tanned Norwegian Calf 
ther— Perfect heel control 


Lea 
Cool and Comfortable. Plenty of room in forepart—free action and 
Pliable—Easy on the Feet. circulation 
Cote Vegetable Tanned Norwegian Calf 
a 


Dufiex Driver Golf Sole and Heel— er— 
Light Weight Rubber Soft—cool—Easy on the feet. 


Won’t slip—You can depend on that. Duflex Driver Golf Sole 
Light Weight 
One-piece Quarter linings and Vamp linings— Won’t slip—not even in the slickest places. — 
No ridges or seams to cause discomfort. 10/8 Heel 
ot too low for comfort. 
No tip seams in forepart— It is often injurious to go from extremely 
No blisters or sore toes. high heels to a flat heel. 
Wide and long—siving proper support under 


Musebeck Health Spot construction— the center of body weight. 


Protection from foot strain. Health Spot construction— 
Holds feet in normal, balanced position. Protection from foot strain and fatigue. 


GET ACQUAINTED WITH THE HEALTH SPOT 


When you want real comfort while playing golf—wear Musebeck Health Spot Shoes. 
if you are connected in any way with the shoe industry—leather salesman, shoe re- 
tailer, or in some other capacity—and would like to try. a pair of these shoes— 
send us your check or money order for $5.25 plus postage and get a pair right 
out of stock. You'll be able to qualify for the “Hole in One Club”—with your feet 


on the Health Spot. 


The above two numbers are all-round sport shoes. Cool, comfortable, correct—for walking, tour- 
ing, golfing, picnicking—and general sports wear. The Duflex Rubber Sole will in no way harm 
the feet—in fact it is restful to them. 

There is a place in your stock for these shoes. Test them out by wearing a pair yourself. 


MUSEBECK SHOE COMPANY 


Danville, Illinois 
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SHU-MILK 
1934 pe PLAN 








. yuee- 
Intensive Drive in *°® 


Leading Newspapers 
from Coast to Coast 





More Insertions, Bigger 
Space During May, 
June and July 


FEATURES NEW 
GIANT BOTTLE 


50% More Quantity— 
Same Price 
Walter Janvier, Inc., in announcing 
their advertising plans for 1934, 
call special attention to an increased 
campaign of newspaper advertising 
—larger space for each advertise- 
ment and more frequent insertions. 








Shu-Milk is introducing a new giant 

size bottl—50% larger than last 

year. The same unexcelled quality 

at the same price as last year—25¢. 

In view of the increased value to the souste, OUTY 
consumer and the desirability of in- 

suring adequate profits to all re- low 
tailers, all dealers are requested to 
cooperate with the manufacturer in & 
discouraging cut prices, under any 


condition, at less than a minimum 
retail price of 23¢. br your ye ee 


IN 
INE QUALITY 
ame fF ae 


vastly ™ 





FREE GOODS OFFER Ft et ed 
ce bs 


LIST PRICE $2.00 per doz. 


No Free Goods on Less Than 3 doz. Lots 


3 doz, Lots @ $2.00 $6.00 
6 Bottles FREE (1 Case) 


6 doz. Lots @ $1.90 $11.40 
12 Bottles FREE (2 Cases) 


12 doz. Lots @ $1.75 $21.00 
24 Bottles FREE (4 Cases) 


or 
DOUBLE-YOUR-MONEY 


FREE GOODS OFFER EXPIRES JUNE 15 
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AS A RESULT of last 
sales, we are now able ¢ 








BE PREPARED TO PROFIT BY THIS ADVERTISING— 
YOUR WHOLESALER FEATURES SHU-MILK — ORDER FREE DEALS NOW! 


National Distributors: 


WALTER JANVIER, 121 VARICK ST., NEW YORK, N. Y. 


AMERICA’S LARGEST SELLING WHITE SHOE CLEANER 
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the sensation 
in summer 
footwear 


NEW : HYGIENIC 
CORRECT - COOL 
COMFORTABLE 
HEALTHY 











INVESTIGATE TO-DAY 
























A, 

t ' the profit opportunities of these new-appeal sum- 
Ww ' mer oxfords, street shoes and sandals. Health, 
Cl comfort, style and economy make them fast 
“an movers and profitable to you. Camco Summer 

3 Shoes always lead—and this year are farther ahead 
— than ever. 

Write or wire now! 
& 
SUN SPRAY 
A great improvement—both in beauty of 
design and strength. Vultex Impregnated 
Mesh with our new pressure treatment 
results in a single unit construction of 
3 great durability. 
- FF FOR WOMEN—TO RETAIL 
ye OE 81.19 to $1.98 
w ¢ 3 With crepe or leather soles—high or low 
“a § heels—oxfords or T-straps. 
le For CHILDREN and MISSES 
og —TO RETAIL 
> | $1.00 to $1.25 
esa F ee Teed fa — “Se 
mam e Aa eee beer ee 


BUCK-IDE OXFORDS 


Buck-ide—an ideal summer shoe material. 
Takes all dyes and cleaners perfectly. 
Air-O-Flow vents increase natural light- 
ness and coolness of Buck-ide Oxfords. 


‘ FOR WOMEN—TO RETAIL 
f $1.49 to $2.00 


With white crepe or leather soles—high 
or low heels. 


FOR MEN—TO RETAIL 
$1.49 to $2.25 


With white crepe or leather soles—and 
the Tred-lite, a similar style, with mesh 
vamp, fabric quarters and crepe soles. 


e 
write or wire 
LEATHER SHOE DIVISION 


‘CAMBRIDGE RUBBER CO. 


1 CAMBRIDGE, MASS. — 
: NEW YORK 600 ATLANTIC AVE.,BOSTON 317 W. MONROE ST. —— ee 
f 125 DUANE ST. AND LEADING WHOLESALERS CHICAGO 
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Turnover of Working Capital 
Increases Manufacturing Profits 


MCE working capital . . . or a more rapid 

turnover of present funds . . . is required to 
take care of the increased production upon 
which profits depend. 


N INCREASING number of Shoe Manufac- 
turers are stepping-up their turnover of 
working capital by utilizing the facilities of Com- 
mercial Factors Corporation, which provides: 
ready cash... . upon shipment of goods; a guar- 
antee against credit losses and the handling of 
all credit and collection work. 


The nominal cost of this service accrues 
only as goods are shipped... 


Communicate with us for full details 


COMMERCIAL FACTORS CORPORATION 


TWO PARK AVENUE ...NEW YORK 





FREO’K VIETOR & ACHELIS, INC.  SCHEFER, SCHRAMM & VOGEL i$ PEIERLS, BUHLER & CO., INC. 
Established 1828 Established 1838 Established 1893 
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1Countr ry Shoes 
C 1 be exclusive 


D BY U.S. PATENTS 


ND you would be profiting by 

|. Miller's reputation for quality 

and style. Here are smart lasts that 

are practical for every town and sports 

occasion, incorporated in shoes with 

exclusive features that are protected 
by U. S, Patents. 


If you were an |. Miller dealer you 
would be serving a strongly fashion- 
minded and quality-conscious consumer 
market. And you would be reordering 
smart town and country footwear from 
|. Miller's extensive IN STOCK selec- 
tion to meet an ever-growing demand 
for |. Miller Beautiful Shoes. 


I. MILLER 


WHOLESALE SALES DIVISION 


LONG ISLAND CITY, N. Y. 





LMILLER 
Beauliful Shoes 
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In Stock 


Tue Ectipse, in all-over 
White, Black or Brown 
€alf. Also smart two- 
tone combination. 


most ®4275 


STYLES 


Some Styles $ 1 0 


penile You aide by Stocking 


omp hte 


The FLORSHEIM Sioe 


THE FLORSHEIM SHOE COMPANY, Manufacturers 
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ssorclment Vtilated a 


No other shoes look so comfortable or are so comfort- 












able in hot weather as Florsheim Ventilated models. 
Punched-through “air-conditioned” shoes are just as 


easy to wear as they are “on the eyes.” 


There will be an increased demand for them this sum- 
mer. That is why we are prepared to furnish them 


out of stock in an unusually wide variety of styles. 





Chicago 
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